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HE New Orleans Convention o’er, I’m home and hard at work 
once more. But as I look back on the treat, there are some 
things I should repeat. Y’ll make a little resumé about the 


aN things I had to say. Now, first there was that thing called Strength. 
| 53 It’s bout as broad as is its length for using as a sales idea. It takes 





away all thought of fear. It makes a client feel sure financially he 
is secure. But Reputation plays a part. Without it, you are like a 
cart without a horse. Your clients know, the things you reap are 

what you sow. The way you’ve handled losses past, the public 

knows until the last. So both your Strength and what you do, count 
much in building sales for you. But sales have one more crying 
need, it’s Service—not the word, the deed. Strength—Reputation 
—Service, these are factors that are bound to please. They help 
| ; to make your clients stay; keep competition far away. But you 
must get as well as give these three essentials, or you'll live a hard 
and toilsome sort of life. I’ve taken all that kind of strife out of 
my agency long past. I’m with T:e Home from first to last. And 
they’re with me. Their Strength plus mine—their Reputation aids 
me fine. And then their Service unto me helps build a service 
agency that clients know and talk about, and helps remove their 
lingering doubt. And so, although I’ve learned a lot at the con- 
vention, just you jot these selling factors in your book, and now and 
then give them a look. 
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“AMERICA FCRE”’ 





NEW YORK 





“AMERICA FORE” 


TO OUR AGENTS: 
“America Fore” sends greetings to you. 


The lovalty of “America Fore” agents is proverbial. It is 
‘ i § 
an asset that 





one of the greatest assets of our organization 
we cherish and we are proud to possess. 


We recognize that your loyalty has been the source of our 
outstanding success, and that your hearty co-operation has 
placed “America Fore” in the front ranks of the fire insurance 
world, © 


We are interested in furthering your success and helping 
you with your problems, giving you at all times the aid of 
our Official Staff and Field Force. 


Our trust is in the industry of American agents and the 
patriotism of the American people to keep American insurance 
on the high plane where it stands today and where it has been 
raised by your able efforts. In turn we have always protected, 
and will continue to protect, every proper interest of the local 
agent, and again we endorse the “American Agency System.” 


Our officers join me in thanks for your splendid co-operation, 


Sincerely yours, 


a 


Chairman of the Board 


AMERICAN EAGLE FIDELITY-PHENIX 


he CONTINENTAL FIRST AMERICAN 
FIRE INSURANCE COMPANIES" 
Eighty Maiden Lane, New York,NY. 


(ERNEST STURM,Chairman of the Board 
PAUL L.HAID,President 


: CHICAGO 





SAN FRANCISCO 








‘AMERICA FORE” 


MONTREAL 
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Splendid New Orleans Hospitality Puts 
Agents in Fine Humor at Convention: 


Many Snappy Subjects on the Program 


J. X. WEGMANN OF NEW ORLEANS EXCHANGE PRESENTS LARGE SILK FLAG TO ASSN. 








Fat and Jolly Mike Moss of Union Indemnity, Associated With Hotel Roosevelt, Helps Delegates and 
Wives Get Everything Convention City Has To Offer; Get-Together Dinner One of the Finest Ever 
Staged; Mayor of New Orleans Extends Cordial Welcome; W. E. Harrington Tells Meeting of 
Company Appointing Over 200 Agents Who Know Nothing of Insurance; National Asso- 
ciation Officers Determined to Stop Appointments of This Character; Message Sent to 
Former President E. M. Allen, Now Vice-President of National Surety and New 
York Indemnity 


By CLARENCE AXMAN 


New Orleans, La. October 19—The local agents. And that covers a multi- 


National Association of Insurance Agents 
began its annual convention in the Hotel 
Roosevelt this morning in the best humor 
in the world. No wonder. Here is a 
town which more than comes up to ex- 
pectations. 

The old French quarter of New Or- 
leans is worth coming all the way to see 
as it is one of the few quaint spots left 
in any of the American cities. 

The restaurants are the finest in 
America. The terrapin soup tastes just 
2s you think it ought to. 

The hospitality of New Orleans people 
doesn’t consist of giving the glad hand 
and then doubling the hotel rates on 
guests, but every insurance man in town 
from Mike Moss, whose compay, the 
Union Indemnity, is tied up with the 
Roosevelt Hotel ownership, to the small- 
est agent is right here in the Roosevelt 
ready to give a hearty welcome or to in- 
vite you to something or other or to tell 
your wife where the best antique shop is 
located or to whisper where you can get 
a good sazarac cocktail. 

Mike Moss, fat and jolly, ever think- 
ing of what the other fellow wants done, 
is right at the desk ready to cash a 
check or see that you get a better room 
if you don’t like the one you have, or 
to tell you that the entire clerical staff 
of the Union Indemnity Company is at 
your disposal if you want to write a let- 
ter or cet information of any kind. 

Listen to the Band 

Then each morning there is a big brass 
band playing in the hotel for the edifi- 
cation of those who want to hear a big 
brass band play at 9 o’clock in the morn- 
ing, 

You don’t need an alarm clock to get 
up in order to get to the convention on 
time, because if the bellboy doesn’t wake 
you up, or the telephone operator ring 
yeu up via the instrument at her com- 
mand, then the brass band will: 

In addition this convention has a lot 
of snappy subjects on its agenda, and 
everyone expects to have a good time 
Setting up in the meeting and making a 
Speech on sornething or everything of a 
Controversial nature which is worrying 


tude of topics. 


Fine Get-Together Dinner 

It was no wonder that the delegates 
to this convention arrived at the opening 
session in such a genial frame of mind, 
because at the get-together dinner last 
night there was a celebrity to talk on a 
timely subject. There was one of the 
best menus of convention history, there 
were moving pictures of wild life in 
Louisiana, there was the colorful scene 
when the big lights went out and several 
chefs were seen standing with Jarge 
ladles at big punchbowls of silver from 
which shot skyward blue vapors and 
flames as they mixed gallons of coffee 
with something which makes blue flame 
when it catches fire. 

Your correspondent can’t tell what the 
blue flame substance was as the prohibi- 
tion director at Washington might read 
this story. 


Gardner Opens Convention 


Frank L. Gardner, president of the Na-— 


tional Association of Insurance Agents, 
looking more benignant than ever, an 
ideal presiding officer, opened the con- 
vention with his characteristic and heart- 
winning smile. 

At his left was the intellectual-looking 
Walter H. Bennett, secretary and gen- 
eral counsel of the National Association, 
with his impressive-looking eye-glasses. 


The convention opened wtih a patri- 
otic note when John X. Wegmann of 
the New Orleans Insurance Exchange 
presented a large silk flag to the con- 
vention. Along with the flag was a pole 
on top of which perched a gold eagle. 
In his presentation talk, he said: 

“It is our wish that you accept this 
standard as the standard of your asso- 
ciation, a token of esteem and apprecia- 
tion to you from us to carry with you 
wherever you meet so that it may always 
be not only an inspiration to higher and 
loftier ideals but likewise a pleasant rec- 
ollection of your most welcome visit to 
America’s most interesting city.” 

After the customary singing of “Amer- 
ica,” Archbishop John W. Shaw of New 
Orleans gave an impressive invocation. 

A representative of the Governor of 
Louisiana extended a welcome and he 
was followed by the heavy-weight mayor 
of the city of New Orleans, A. J. 
O’Keeffe, built on the lines of Big Bill 
Edwards. 

The mayor told about the former 
wealth and characteristics of the city of 
New Orleans, but did not take long be- 
fore he launched into an account of how 
the -city was affected by the recent de- 
vastating flood of the Mississippi Valley. 

He said rivers from thirty-one states 
flow into Louisiana and that the Mis- 
sissippi was not the property of one 
state, but of the whole nation. 








National Conventions 


Year City President Elected 
1896 Chicago, Ill.......... A. G. Simrall 
1897 St. Louis, Mo........ A. G. Simrall 
1898 Detroit, Mich....C. H. Woodworth 
1899 Buffalo, N. Y....C. H. Woodworth 
1900 Milwaukee, Wis....G. D. Markham 
1901 Put-in-Bay, Ohio..G. D. Markham 
1902 Louisville, Ky..... Thomas H. Geer 
1903 Hartford, Conn...... John C. North 
1904 St. Louis, Mo...... A. H. Robinson 
1905 Denver, Colo......... E. J. Tapping 
1906 Indianapolis, Ind...Chas. F. Wilson 
1907 Richmond, Va...F. W. Offenhauser 
1908 St. Paul, Minn....E. W. Beardsley 
1909 Atlantic City, N. J..Fred Guenther 
1910 Chicago, Ill........... A. W. Neale 


1911 Buffalo, N. Y...... J. H. Southgate 
1912 Atlanta, Ga........ J. H. Southgate 
1913 Cincinnati, Ohio..... C. F. Hildreth 
1914 Minneapolis, Minn...C. F. Hildreth 
1915 Indianapolis, Ind........ E. C. Roth 
1916 Boston, Mass. ......... E. C. Roth 
1917 S€: Logis; Moa. : .. 3. E. M. Allen 
1918 Cleveland, Ohio....... E. M. Allen 
1919 Louisville, Ky. ........ Fred J. Cox 
1920 Des Moines, lowa..... Fred J. Cox 
1921 Los Angeles, Cal....James L. Case 
1922 Hot Springs, Ark... .James L. Case 


1923 Buffalo, N. Y........ Frank R. Bell 
1924 Milwaukee, Wis..Thoas. C. Moffatt 
1925 Kansas City, Mo.....Cliff C. Jones 
1926 Atlantic City, N. J...F. L. Gardner 
1927 New Orleans, La.W. E. Harrington 


When Mayor O’Keefe mentioned and 
praised Herbert Hoover, Secretary of 
Commerce, the convention broke into 
loud applause. They always mention 
Hoover down here and not Coolidge. 

Hoover certainly stands well in this 
territory and undoubtedly with this con- 
vention, too, as the mere mention of his 
name is enough to make the rafters ring. 

On behalf of the convention, Cliff C. 
Jones of Kansas City, responded telling 
how glad everybody was to be here. 

Before the annual reports were made, 
President Gardner led up by telling a 
funny story, and as editors object to the 
fact being telegraphed by correspondents 
that funny stories are told without tell- 
ing them, your correspondent will now 
tell the chief funny story of President 
Gardner. 


In the first place it won a prize for 
courage because it was a negro dialect 
yarn, and any Yankee who comes into 
the South and tries to tell a negro story 
deserves the banana medal. 


President Gardner’s story was about a 
colored woman who insisted and _ per- 
sisted upon telling her troubles. Finally, 
when she was rebuked for dwelling so 
much upon her woes, she said: 


“De Lord done give us tribulation and 
so I’se gwine to keep right on tribulat- 
e ” 
ing. 


(Editor's Note: If that is Frank Gard- 
ner’s prize story, we don’t mind the dele- 
tion of the lesser ones from our corre- 
spondent’s report.) 

Presentation of Reports 

The reports of President Gardner and 
Executive Committee Chairman Harring- 
ton were then read. 


Chairman Harrington learned since he 
came to the convention that there is an 
insurance compay which has appointed 
more than 200 agents, such as street-car 
conductors, barbers, merchants and oth- 
ers far removed from the insurance busi- 
ness. This information was communi- 
cated to the convention. 


He said that more light would be 
thrown on the subject later as the Na- 
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tional Association officers are now in 
conference with the company in an effort 
to make them cease this practice. If ihe 
company refuses to stop making ap- 
pointments of this kind, the Association 
will take drastic measures to make them 
quit. 

President Gardner then read a number 
of telegrams from various persons and 
Associations, one of them being a mes- 
sage of good will from Edward M. Allen, 


vice-president of the National Surety and 
New York Indemnity Co. 

When that message was read James L. 
Case, of Norwich, Conn., asked the con- 
vention to stand in order to pay tribute 
of love and affection to Mr. Allen and 
then it was voted to send Mr. Allen a 
telegram telling how much the conven- 
tion thought of him. 

At the end of the morning session 
there was a registration of 850. 


Cites Long List of Offenses Against 
The Casualty and Surety Companies 





D. J. O’Keefe of Fort Wayne, Ind., Charges Appointment of 
Bank Agencies, Signing of Policies in Blank, Refusal to 
Recognize Principle of Ownership of Expirations, Using 
Non-Policy Writing Agents, and Employment of Salaried 
Experts From Home Offices as Salesmen in the Field 


New Orleans, La., Oct. 20—Daniel J. 
O’Keefe, Fort Wayne, Ind., former 
president of the Indiana Association, 
made the report of the casualty and 
surety committee. He said: 

“Here are some of the things which 
deserve our attention: Salaried travel- 
ing solicitors sent throughout the coun- 
try by companies selling lines such as 
fraud bonds. 

“The appointment by such companies 
as their agents of small town banks in 
cases where such agents could not be 
reasonably expected to produce business 
other than the interested banks’ own in- 
surance. 


“The appointment of contractor’s em- 
ployers for the payment of commissions 
on the respective contractor’s compensa- 
tion and liability insurance 


bonds. 


“The signing of policies and endorse- 
ments in blank by licensed resident, state 
or special agents, to be used in issuing 
direct policies in the non-resident branch 
or home offices. 


contract 


“The refusal of many such companies 
to recognize our principle of agents’ 
ownership of expirations, and the pay- 
ment of maximum brokerage and com- 
mission by some of these companies to 
non-policy writing agents, brokers and 
solicitors on casualty business produced 
by them in practically every large city 
in the United States. 

“Many casualty and surety companies 
have been recognizing non-policy writ- 
ing agents for many years in all sections 
of our country. Why do we confine our 


efforts to ward relief from this evil to 
the fire insurance business? 

“Tt is significant that most fire insur- 
ance companies have casualty insurance 
running mates and vice versa, and most 
of our members write fire, casualty and 
marine insurance in the conduct of their 
agencies. 

“There is another feature of this sub- 
ject that should cause us considerable 
concern. This is that most of the cas- 
ualty companies subscribe to bureaus for 
the promulgation of rules and rates gov- 
erning us in the sale of such insurance, 
and such bureaus are continually circum- 
scribing our operations with increasingly 
technical rules for the computation of 
premiums on individual risks. 

“For example, let me cite the new 
regulations of rates on cast iron sec- 
tional heating boilers and contingent in- 
surance on fleets of automobiles. Agents 
without mechanical or technical training 
are seriously handicapped in the quota- 
tion of premiums for these and many 
other casualty insurance policies. 

“And do not overlook the fact that 
the larger of these companies maintain 
schools at their home offices from which 
such trained men are sent into the va- 
rious territories as salaried insurance 
salesmen operating out of such compa- 
nies’ branch offices. 

“And suppose that, sooner or later, it 
should become possible and feasible for 
certain large companies to so influence 
the actions of such bureaus to the end 
that the rules and rates would make it 
almost impossible for most of us to com- 
pete with such trained solicitors.” 


Non-Policy Writing Discussion Turns 
Out to be Sweet and Colorless Affair 


Mysterious Censor Takes All the Fire Out of E. J. Cole’s Intro- 
ductory Remarks Before Prepared Address is Delivered; 
J. L. Case Urges That Travelers Fire Not Be Singled Out 
for Criticism Because it Is Operating Under E. U. A. 
Rules; Resolution Asks Brokerage Commissions for Non- 


Policy Writing Agents 


New Orleans, La., Oct. 20.—Non-policy 
writing agents came up for discussion 
this morning and instead of developing 
into a hot attack upon any company or 
in men making exciting speeches, saying 


the American Agency System was go- 
ing to the dogs, the discussion was mild. 
Conditions relative to brokers and so- 
licitors in various parts of the country 
differed to such an extent that the con- 


vention saw that it would be in session 
for several days on this topic alone un- 
less there was some definite motion or 
resolution up for specific consideration. 


The discussion was under the chair- 
manship of Edwin J. Cole of Fall River, 
Mass., that state being one of the hot- 
beds of local agency association resent- 
ment over non-policy writing agents. It 
was known that Mr. Cole had prepared 
a very blunt statement on the situation, 
but something happened between the 
time he prepared his address and its 
delivery, with the result that his open- 
ing talk was exceedingly colorless. 


The name of The Travelers was men- 
tioned twice today and James 
L. Case of Norwich, Conn., in proposing 
that a resolution be referred to the reso- 
lution committee said that The Travel- 
ers should not be singled out for indi- 
vidual criticism because its non-policy 
writing agency plan had the ok. of the 
Eastern Underwriters’ Association and 
therefore the company was well within 
its rights. 


only 


Non-Policy Problem Big Feature 


Mr. Case said that the Association 
was more interested in the principles of 
non-policy writing agents than it was 
in anything else. The resolution finally 
referred to the committee was _ intro- 
duced by H. E. McKelvey of Pittsburgh, 
former president of the Pennsylvania 
Association. It reads as follows: 


“Compensation to be paid to non-pol- 
icy writing agents, solicitors or other 
producing representatives by whatever 
designation they may be known or de- 
fined shall not exceed the rates of brok- 
erage provided for the locality in which 
the risk is situated.” 


— — 


Upholds Strong Local Boards 


Kansas City agents are taking the po- 
sition that the way to solve most situa- 
tions which confront agents is through 
strong local boards. The Kansas City 
organization is powerful and_ brokers 
and solicitors each have a well-defined 
status. Therefore the Kansas City 
board feels that it can handle the non- 
policy writing agency situation, or any 
other. 

When the Kansas City people miade 
their argument about the potency of 
boards they soon found that conditions 
in Kansas City are different than they 
are in other places. 

Mr. McKelvey explained, for instance, 
that the boards in Pennsylvania are not 
agency boards as in Kansas City but are 
composed of companies only. 

It would not mean a thing to refer to 
a Pennsylvania board such a question 
as that which was up for discussion. He 
thought that agents’ associations could 
stop the abuses because he declared that 
80% of the companies are opposed to 
non-policy writing agents and therefore 
would be in sympathy with agency as- 
sociations. 

There are no limitations of agents in 
Allegheny County, Pennsylvania, and 
therefore the companies are free to ap- 
point as many agents there as they de- 
sire. However, this condition is to be 
remedied when the Eastern Underwrit- 
ers’ Association puts into effect its new 
agreement or at least the agents’ as- 
sociation has been so promised. An in- 
teresting feature in connection with the 
discussion of non-policy writing agents 
was that several agents including Mc- 
Millan of Knoxville, Tenn., praised The 
Travelers Fire. 


Fire Insurance Gen'l. Agents Association 
Holding Its Convention in New Orleans 





Latest Agents’ Body of National Scope Has Grown Within Few 
Years From Seven Members to Seventy-Six; Only 261 
Eligible General Agencies in the Country; Most of Mem: 
bers Located in South and West; James B. Ross of New 


Orleans is President. 


New Orleans, La., October 20.—The 
Association of Fire Insurance General 
Agents which got under way in Chatta- 
nooga, Tenn., a couple of years ago, 
held its annual convention this week. 

Herbert Cobb Stebbins, of Cobb, Mil- 
ler & Stebbins, Denver, read the open- 
ing address. His is the oldest general 
agency in the country, having been or- 
ganized in 1870. His subject was “The 
Advantages of the General Agency Sys- 
tem of Operation.” 

Those who make up the Association of 
Fire Insurance General Agents are the 
last of the craft to form their own spe- 
cial body, companies and local agents 
having been associated for common good 
for many -years. James B. Ross, New 
Orleans, is president. 

President Ross anticipates that this is 
to be one of the most useful of fire in- 
surance movements. “We expect to 
show,” he said, “that under the general 
agency system losses can be kept down 
easier than by direct or branch office 
direction, and that the same is true of 


expenses. Those responsible for under- 
writing are on the ground and in a bet- 
ter position to judge risks from every 
angle than those far away. They know 
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agents intimately understand conditions 
and are capable for this reason of close 


the North and East, the present roll 
showing thirteen in Texas, eight of 




















po- and intelligent supervision. which are in Dallas; ten in Louisiana; 
‘ua- “An agent who represents a general nine in New Orleans; five in Colorado 
ugh agency has all that he would have from —all in Denver; six in Georgia—all in 
ty a direct connection, plus the close con- Atlanta; five each in Arkansas and Ok- 
ers tact of the men higher up, and when’ lahoma; four each in Alabama, Florida 
ned he needs it has the facilities of all the and Virginia; three in Nebraska; two 
vty companies in his general agency rather each in California, Wisconsin, Oregon, 
pets than simply what one company might do North Carolina and Pennsylvania; one 
any for him. each in Iowa, Kentucky, Missouri, South 
“Another thing is true general agents Carolina, South Dakota, Tennessee and 
iade know what is going on in their territory. Utah. 
of If there is to be a big line placed they The only other paper on the program 
ions are able to anticipate it as a result of js “Keep the Membership Awake,” by 
hey this knowledge and give their represen-  [-oyis E. English of Richmond. 
gig rhage —— The value The address of widens waa tx Gee 
nee, of all this is 0 vious as the companies | ay Agent Maurice J. Hartson, New 
not generally leave it to the general agent Orleans, who is also civil sheriff of the 
are as to what and how much to write”. parish. Thomas E. Branilf, whe was to 
There Were ee general i ae responded, was not able to reach 
r to at the organization. Now there are sev- the city 
er nty-six in twenty-two states. Careful on 
bese — ? . 5 Other than President Ross the officers 
He check seems to show that in the whole ‘ ; . 
9 pie are: J. G. Leigh, Little Rock, and 
ould country there are 261 agencies that can : ; ‘ 
; *¢ ae George N. Hurt of Atlanta, vice-presi- 
that qualify under the provision that mem- aac, Hea ates N pk ame 
40 bership is restricted to those who op- dents; ye ¥ we i ee rs : 
fore erate on commission basis. There are S°*Tetary. ert J. Brame of Mont- 
ae more in the South and West than in (Continued on page 23) 
? c) 
in J Agency Cost Plan Will Not Compete First 
and : ‘ : 
; With Systems Sold By Private Firms 3 
de- 
7 Harrington Explains to Convention Results of Efforts of Better t he F Yam e 
vTit- Business Methods Committee; His Own Agency Uses 
- Successfully Proposed Credit and Collections Plan; New 
= York Office Will Announce Later Details of Distribution 
| the New Orleans, Oct. 20.—The plans and to his office by reason of such cancella- then the structure itself. That is the way of the 
rents ideas of the Better Business Methods tions have been negligible. steel-framed skyscraper. 
Mc- bese F : nals Mr. Harrington stated that it is not 
Th ccmmittee were presented by Chairman siabestsell mais ; b f s : : 
e ie ; ; anticipated that a great number of agents ae ‘ 
W. Eugene Harrington with explanation alk ims aie the tr And with insurance, It 1s the same. First must 
of forms and. blanks to be utilized. It put many who are operating with inade- ae the frame on which to build. That frame ” 
was emphasized that the committee will quate bookkeeping and records will turn the reputation of the company behind the policy. 
not go into competition with publishers their minds to the direction of improve- 
of systems, but has arranged to turnover ments with the result that there will be The Franklin Fire Insurance Company is a 
ns to _ the blanks and permit them to a large use of this or some other effec- sturdy framework on which Franklin agents may 
work out the matter of distribution. tive system, \ co build a lasting insurance business. This Company. 
The credit and collection plans are On motion of Tom Estes of Birming- - d d bilit fg rer 98 
Few largely what Mr. Harrington has used ham, the report was adopted and the ssures ependa 1 y-—olters a recor 0 years 
261 successfully in his own agency in At- carrying out of the plans authorized. of satisfactory insurance service to agents and 
ent lanta, and, while they contemplate pol- Announcement of details of distribution clients alike. 





icy cancellations at stated periods if the 
Premium is not paid, losses of business 


will be made from the New York office 
of the National Association. 
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Two Leadirg Ass’n. Members Who Are Absent 
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Franklin agents have good reason to consider 
their Company as a framework to strengthen their 
business structure—it is more than that. The 

; Franklin Fire is an active part of all of its agencies, 
giving service whenever needed and assuring sat- 
isfactory adjustment of all just claims. And this 

lact is the strength of any insurance business. 


of Philadelphia 


Organized 1829 


The FRANKLIN FIRE INSURANCE CO. 







0 for 
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DONALD NORTH 








THOMAS C. MOFFATT 
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Harrington Elected President of Ass’n.; 
R. P. DeVan Head of Executive Committee 





Frank L. Gardner Turns Down Office for Second Term on 
Account of Pressure of Business at Poughkeepsie; His 


Administration 


a Successful One; 


Harrington Well 


Equipped to Carry On Executive Duties; DeVan Hails 


From Charleston, W. Va. 


Harrington, of Atlanta, was today 
elected president of the National Asso- 
ciation, being promoted from chairman 
of the executive committee. R. P. 
lieVan, of Charleston, W. Va., was made 
chairman. Regional vice-presidents are: 
New England States, J. W. Cook, 
Providence. 
Middle Atlantic States, Eugene A. 
Beach, Syracuse. 
Southeastern States, E. E. Goodwyn, 
Virginia. 
Missouri Valley States, C. G. Blake- 
ly, Jr., Topeka. 
North Central States, W. T. Greene, 


Milwaukee. 

Great Lakes States, D. J. O’Keeffe, 
Ft. Wayne. 

Rocky Mountain States, M. S. 
Schayer, Denver 

Southwest Pacific States, Willson 


Pierce, Los Angeles. 

By resolution of the committee every 
man nominated had to be vouched for 
by his proposer, and second that he did 
not represent any company not in line 
with National Association principles. 


W. Eugene Harrington, the new pres- 
ident of the National Association of In- 
surance Agents, is an entirely fitting suc- 
cessor to Frank L. Gardner and such 


former holders of the position as Cliff 
C. Jones, Frank R. Bell, James L. Case, 
Moffatt, E. M. Allen, Fred Cox 
and others. He has a fine, genial per- 
sonality that has brought him hundreds 
of friends and is endowed with those 
Southern qualities of grace and charm 
invaluable as a 
Association with 


“Tom” 


which have made him 
contact man for the 
outside interests. 


That Mr. Harrington has the neces- 


sary energy for a good president is well 
evidenced by the fact that during the 
last year he was both chairman of the 
executive committee and of the better 
business methods committee. These two 
committees were probably the hardest 
working bodies of the association during 
1927. The better business methods com- 
mittee has developed an excellent pro- 
gram for lowering local agency operating 
costs and Mr. Harrington’s part has 
brought him much praise from agency 
and company circles alike. 

President Harrington is connected with 
Spratlin Harrington & Thomas of At- 
lanta, Ga., one of the largest agencies 
in that city. He has been also president 
of the Boy Scout council of his city, and 
a president of the Atlanta Rotary Club. 
He has always taken an active interest 
in civic affairs. 

As an orator Mr. Harrington is one 
of the best in local agency circles. His 
talks at various state association meet- 
ings this year were convincing, sensible 
and delivered in a manner which holds 
the undivided attention of his audience 
for as long as he speaks. 

Mr. Harrington went to school in 
Washington, D. C. and then went to At- 
lanta where he entered the insurance 
business. He has been one of the chief 
advisers of the Georgia Association in 
legislative matters and is a past presi- 
dent of the Atlanta Casualty Insurance 
Exchange. 

Harrington Makes Short Talk 

Following the election of W. Eugene 
Harrington as president of the National 
Association of Insurance Agents and a 
speech praising him by the chairman of 
the executive committee there was a 


Peace Signed With the Travelers Five; 
Company Explains Branch Office System 


National Association Executive Committee Issues Statement 
After Conference of Many Hours With Vice-President 
Robert H. Williams of Travelers Fire; Company Pays 
Commissions Only to Full Time Solicitors Exclusively 
Representing Travelers Organization; Seeks to Be in 
Harmony With National Association 


New Orleans, Oct. 21—Just before the 
convention adjourned a statement was 
made by the executive committee deal- 
ing with The Travelers’ branch office 
Robert H. Williams of The 
Travelers has been in New Orleans hav- 
ing almost constant conferences with 
National Association officers and com- 
mitteemen for forty-eight hours. The 
armistice between The Travelers and the 
National Association was signed at 1 
o'clock this morning. 

The statement follows: “Growing out 
of the discussions concerning the 
bianch office situation, sight has been 
lost of the distinction between branch 
offices which accept business over the 
counter and pay commissions to an in- 
discriminate number of non-policy- 
writing agents, and that type of branch 
office which accepts business from and 
pays commissions only to their direct 
solicitors domiciled within and exclu- 


situation. 








scene of enthusiasm when every man in 
the room went up to the new executive 
and shook hands with him. With cheers 
the convention adjourned. 

In his talk accepting the nomination, 
Mr. Harrington said that the nomina- 
tion had been a surprise to him as he 
had come to New Orleans believing that 
Frank L. Gardner, Poughkeepsie, N. Y., 
should be re-elected. Mr. Gardner has 
refused to take the office again and the 
new president said that he would try to 
do everything in his power to fill the 
position to the satisfaction of Associa- 
tion members. 








Past Presidents Attending the Convention 

















JAMES L. CASE 





CLIFF C. JONES 








FRANK R. BELL 


sively representing the company main- 
taining the branch. 

“Your executive officers were request- 
ed to confer with Robert H. Williams 
of The Travelers Fire prior to the con- 
vention at New Orleans in order that 
a clearer understanding might be had by 
the National Association of The Trav- 
clers’ branch office system. 

“Subsequent to that conference and 
during the New Orleans convention it 
was again called to the attention of the 
officers of the National Association that 
considerable embarrassment was being 
suffered by The Travelers because of 
the impression prevailing that this en- 
tire branch office controversy was direct- 
ed at that company. 

“Mr. Williams, on behalf of The Trav- 
elers Fire, has expressed a very keen de- 
sire to harmonize his company’s inter- 
est with those of the National Associa- 
tion of Insurance Agents. 

“He assures us that through its 
branches or representatives they are 
members of many local boards through- 
out the country and he has assured the 
National Association of a desire on the 
part of that company to support all ef- 
fective local boards with reasonable 
regulations. 

“He further feels that where differ- 
ences of opinion arise between his com- 
pany and local boards, that it should be 
made the subject of a conference be- 
tween his company and the National As- 
sociation. 

“Mr. Williams states that The Travel- 
ers Fire has not nor does it propose to 
conduct The Travelers’ branch offices on 
an “over the counter” basis except in 
large cities such as New York, Chicago, 
Philadelphia and San Francisco, where 
this is the general practice and to con- 
fine its writings through such branches 
to full time solicitors of The Travelers 
Insurance Company domiciled within the 
branch and regular policy writing agents. 

“This attitude on the part of The 
Travelers meets the hearty approbation 
of the executive committee and estab- 
lishes a precedent the significance of 
which should appeal to all of us. 

“This statement is made to clarify the 
atmosphere and to express our keen ap- 
preciation of this spirit of co-operation 
and friendship toward this Associa‘ion 
manifested by Mr. Williams in the sev- 
eral conferences had with him.” 





Galveston 
Board Works in 
Public Interest 


New Orleans, Oct. 20—The manner 0 
which the Galveston, Tex., board works 
in the public interest was told by a man 
from that state. 
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National Ass'n. Aims To Link Agents And 
Auto Owners With New Service Plan 


Insured Car Owners to Carry Standard Identification Certifi- 
cates Bearing Insignia of Agents’ Association Which Will 
Introduce Them Everywhere; Will Take Away Some of 
the Services Generally Given by Auto Clubs and Will 


Cost Assureds Nothing 


New Orleans, Oct. 17—Holding that 
“This is the day of the Trade Associa- 
tion,’ and that such is true “because of 
the confidence that the public reposes 
in the Trade Association,” the national 
headquarters of the National Association 
of Insurance Agents on Tuesday pre- 
sented the proposition of “standard 
automobile identification certificates” to 
a joint meeting of state and national 
officers. 

The report sets out that whenever a 
trade association has an opportunity to 
render a service it should eagerly seize 
it, and that such an opportunity has pre- 
sented itself to the National Association 
in connection with automobile insurance. 

The plan contemplates a copyrighted 
.dentification certificate with the name 
of the agent, company writing and de- 
tails of the coverage and the insignia 
of the National Association of Insurance 
Agents. Also that the bearer is insured 
by a member of the National Association 
and other members are urged as a duty 
to render service when needed, all with 
the idea that the rendering of service is 
a recognized part of the duty of every 
member of the organization. 

It is anticipated that this will form a 
bond between car owners and agents, 
will be fine advertising for the agents’ 
association and will convey to the public 
the idea that agents have a sincere de- 
sire to render just as good service as 
automobile clubs, which have used the 
word until it has lost much of its mean- 
Ing. 

Owners are expected to seck these 


Executive Committee Studies Agency 


certificates which will increase National 
Association prestige, bringing about the 
result that members of that body “will 
have created for themselves a_service- 
able monopoly, the possibilities of which 
are unlimited in extent.” The opportu- 
nity is limited only by the efforts and 
co-operation of the agents, says the re- 
port. 

The exact wording on one side of the 
certificate follows: 

“To any member of the National As- 
sociation of Insurance Agents: The 
bearer of this certificate whose signa- 
ture is attached for identification, is in- 
sured by a member of the National As- 
sociation as indicated on the reverse 
herewith. 

“When requested by him you are ex- 
rected to render such assistance and at- 
tention as is within your power. 

“When the need arises by reason of 
any accident in connection with the op- 
eration of the car insured during the 
term of the policy, the local agent of 
the company named should be first to 
render needed assistance. 

“The rendering of proper assistance to 
the holder of this certificate is a recog- 
nized part of the service of every mem- 
ber of our organization. Your own as- 
sureds, holding one of these certificates, 
will receive a like service when on the 
road. 

“Home Office, 80 Maiden Lane, New 
York, N. Y 
“A National Organization With Mem- 

bers Everywhere. 
“To Be Secure—Insure With Us.” 


Contract Proposed by Western Union 


Advises Agents That It Will Secure Legal Advise en Form If 
It is Submitted to Any Agents for Their Signature; Con- 
tract Now Being Reviewed by Eastern Underwriters’ Asso- 


ciation and the S. E. U. A. 


New Orleans, Oct. 18—The executive 
cominittee of the National Association 
of Insurance Agents had before it at its 
meeting here on October 17, a current 
insurance press report to the effect that 
a proposed form of agency contract to 
be signed by agents had been approved 
by the Western Union and was being 
submitted to the Eastern Underwriters’ 
Association and the Southeastern Under 
Writers’ Association for their approval. 

The report contained the text of the 
Proposed contract and a statement that 


it was to be submitted to the agents for 
their consideration. 


The executive committee of the Na- 
tional Association of Insurance Agents 
wishes to advise the membership of the 
organization that the only intimation it 
has’ had of any proposed contract is 
through the press and to state that if 
any such form of contract should be 
submitted to it for its consideration, le- 
gal advice will be sought and the mem- 
bership advised as to the developments. 
In the meantime, should any form of 
contract be submitted to any one of the 
members of the National Association of 
Insurance Agents for signature, the 
matter should be referred to the execu- 
tive committee. 
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THE ROYAL BUILDING 
NEW HOME OFFICE 


The National Association 
of Insurance Agents has 
done much to stabilize 
the insurance business. 
May your good work 


continue. 


Royal Indemnity Company | 
150 William Street 


New York City 
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Frank L. Gardner Finds Agents Coming More Into 
Their Own as Result of This Year’s Work 


LOCAL BOARDS ARE RECOGNIZED AS BACKBONE OF AMERICAN AGENCY FORCES 








National Association President Says Growing Strength of Body Is Due to Just Recognition Accorded 
Local Boards; Questionnaires Will Show Local Agents Take Active Interest in Civic Activi- 
ties; Company Executives Pay Tribute to National Association, Calling It a 
Stabilizing Influence on Insurance Business 


President Frank L. Gardner, in pre- 
senting his report on Wednesday morn- 
ing to the annual convention of the Na- 
tional Association of Insurance Agents 
at New Orleans, did not take up many 
of the important problems now facing 
local agents, such as non-policy writing 
agents and similar subjects, but devoted 
himself principally to telling the delegates 
how the American local agent is becom- 
ing to be recognized more than before as 
a fundamental factor in the insurance 
business. During the last twelve months 
many more local boards have _ been 
formed and these local boards are the 
real backbone of the American agency 
system. a , . 

With a tone of optimism in his talk 
President Gardner mentioned tributes 
paid to local agents by fire and casualty 
company executives. He said also that 
the questionnaire which the National As- 
sociation is sending to more than 10,000 
agencies in this country would, when 
they are tabulated, show to what large 
exteni local agents are taking part m 
civic affairs and enterprises outside in- 
surance. wie a 

Mr. Gardner’s talk is given herewith in 
full: 

In writing the insurance history for 
the past year, the historian will have no 
great battles to recount or great changes 
in policy or fundamentals to describe. 
There have been years when your offi- 
cers have had -to meet serious situa- 
tions, have had to make rapid decisions 
and have had to fight valiantly that the 
American Agency System might re- 
main and continue as an active and in- 
tegral part of the insurance business. 

“Back to fundamentals” is frequently 
the cry and the subsequent course of 
action in an organization of men. 
Though we are not aware of any definite 
cry, such, to a large extent, has been 
the course of action of the National As- 
sociation during the past year. 


Added to Heritage 


Since we are here to appraise the 
present state of our organization and to 
determine upon our policies for the next 
year, we can express—without lack of 
modesty—our conviction that we have 
successfully tried to add somewhat to 
the heritage left to us by our predeces- 
sors and have given something of defi- 
nite value to our business and the 
public. 

We who have been honored with the 
responsibility of office in the Associa- 
tion, believe that it has shown once 
again the sincerity of the local agents in 
providing the public with reliable pro- 
tection by doing that work which brings 
them no material advantage, but de- 
volves upon them as a necessary part of 
their day’s occupation, and which they 
do because duty commands. The agent 
has not forgotten what Theodore Roose- 
velt has said of a man’s debt of time 
and money to his trade or profession. 

That debt is ever in the minds-of Na- 
tional Association leaders. It must be, 


for that is the prime function of a trade 
association. We realize that the force 
of our efforts depends entirely upon the 
strength behind it and that that strength 
is determined by the number contribut- 
ing to the force, or the degree to which 
they will exert themselves. In turn, the 
degree of exertion is raised or lowered 
by the power of the spirit. The spirit 
or the mind of the supporting agent may 
depend upon the type of organization 
with which he is affiliated. If member- 
ship is easily had and the Association 
has no principles for which it will stand, 





FRANK L. GARDNER 


then the spirit will not be willing, ex- 
cept for the faithful few who have 
vision and unflagging courage. 

During the past year we have seen the 
state associations make effective their 
eligibility standards for membership. 
Thus they are asserting definitely that 
agency organizations do. stand firmly for 
principles. They have declared that an 
agent may have his choice between the 
agency of a company which has inten- 
tionally and continuously placed itself in 
violation of our principles for the pres- 
ervation of the American Agency Sys- 
tem or membership in the National As- 
sociation. 

“Red Tape” Coming In 

It has seemed wise to call attention to 
the fact that as insurance has expanded, 
as it has widened its service and scope 
of operation, that it has bound itself with 
“red tape” in the form of rating bureaus 
and other organizations that altered the 
function of the local agent. He former- 
ly assisted in making the rates for his 
companies, was depended upon for in- 
spections and accurate knowledge of lo- 
cal conditions. We have seen the rates 
based on physical hazard owing to the 
fact that they are easier to identify and 
prove than moral hazard. That the com- 
panies realize this situation is evident 
when we read of the establishment by 
fire companies, particularly by Western 
departments, of credit divisions. This, of 


course, is absolutely essential, but it 
never can accomplish the ideal result 
without the co-operation of a competent 
agency force on the ground capable of 
recognizing moral hazard and feeling the 
obligation of doing so. 

Fortunately there are increasing signs 
that the local agent is coming more and 
more into his own and the fact is well 
known that agents have already been 
called in to a number of conferences 
with both company and state officials, 
while agency qualification is being more 
and more recognized as the need of the 
hour in order that the assured may re- 
ceive competent service and the company 
intelligent discrimination in the selec- 
tion of business. These are indications 
that the position of the agent in the in- 
surance business, as competent to be 
heard on all questions relating to the 
service of insurance, is being recognized. 

Our only complaint, if any, as we see 
it, is that organized agents must spend 
so much of their time showing the ne- 
cessity of hearing their viewpoint at the 
inception of conferences. How much 
more progress could be made if all angles 
cf the insurance business were to accept 
the sane and rapidly advancing doctrine 
of co-operation, rather than resisting 
such efforts in many cases and then 
finally co-operating only as a last re- 
sort. 


Measure of Optimism 


While we have cause for a full meas- 
ure of optimism, we still have some se- 
rious difficulties to consider which have 
been brought to the front through the 
new organization of fire insurance com- 
panies. Standardization of fire insurance 
practices seems to have much in common 
with the Eighteenth Amendment, inas- 
much as many of its strongest advocates 
have felt that it should apply to the in- 
surance agent and other companies, but 
that exceptions should be made in their 
case Owing to unusual conditions. 


This has brought complaints from 
many of our members whose location 
has caused them to feel the brunt of 
these exceptions or from companies that 
have become uneasy on account of drift 
of business from them. The good rec- 
ord of the fire insurance business so far 
during the past year has apparently tend- 
ed to emphasize the situation and it has 
meant that agents’ organizations must 
use their greatest wisdom in meeting 
these situations. 

All this calls our attention to the good 
judgment of the National Association in 
advocating and working hard for the 
strengthening and organizing of local 
boards. It is a truism that members have 
very little value to our crganization un- 
less they are organized locally, for the 
reason that a well organized local board 
has a far greater chance of keeping in- 
surance practices on a higher level in 
their community, and at the same time 
are training men who appreciate the ne- 
cessity of team work and are capable 
of ‘taking an active part, not only locally, 
but in their state and national work. 

Many committees are appointed each 
year by both National and State Organ- 


izations whose members, unless they have 
had training along this line, know very 
little of what it is all about, nor realize 
the magnitude of the agency movement 
and its accomplishments and, therefore, 
either do not function, or spend their 
term in office familiarizing themselves 
with the history of their organization and 
preparing to discharge the duties of their 
office. When they have been active and 
have kept track of what is going on, 
they are ready to take part in the af- 
fairs and proceed without loss of time. 
We are now enjoying excellent co-opera- 
tion from many of the members and al- 
ready we can note an increasing number 
taking an active interest and share in 
the organized agency movement. 


Agents’ Capital, Income, Surplus 


As agents, we are interested in the 
annual reports of the companies that we 
represent and we should be surprised if 
these companies did not issue such state- 
ments showing their assets and liabili- 
ties and the increase which has come to 
them from a successful business. There- 
fore we certainly should be in a posi- 
tion also to make an annual statement 
that would show just where we stand, 
and that is what we are trying to do at 
the present time. 


Each one of you has been asked to fill 
out a questionnaire showing your value 
to the National Association, in order that 
we may make up this statement which 
will be accurate and understandable to 
all others engaged in the insurance busi- 
ness. Our “capital” should represent 
those points which a period of years has 
developed and caused to be recognized 
by the insurance fraternity as a whole 
and which are fundamental to the value 
of our agency; that is, ownership of ex- 
pirations, agreement against overhead 
writing, agreement opposing further ex- 
tention of financial institutions as agents, 
etc. 

Our “income” is represented by our 
membership, but we should at once 
charge this whole income to reserve and 
not be allowed to credit any of it to 
surplus until earned, for the reason that 
every unorganized agent represents the 
possibility of a total loss, owing to the 
fact that we lose his support and may be 
called upon to fight his battles, which 
would not have occurred if the agents 
in his locality were well organized. 

Our “surplus” would be represented by 
the strength of local boards and of state 
organizations, plus the number of our 
members who are active in chamber of 
commerce work, as members of luncheon 
clubs, in local politics—all of which in- 
dicates that they are leading citizens in 
their communities and that they are the 
members of our profession who will 
bring a greater realization of the high 
standard of the insurance business to the 
people with whom they come in contact. 

When all these blanks are filled out 
and tabulated, think of the argument 
which it will present for the strength 0 
our organization. The opportunity '5 
good, and I am sure it will be of greater 


(Continued on page 20) 
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Pe Fidelity & Deposit Company of Mary- 

land congratulates the National Association 
of Insurance Agents upon the achievements of 
the past twelve months, and renews its assurances 
of cooperation and goodwill. The F & D 
believes that local agents who join their state 
associations and through them, become affiliated 
with the National Association are profitably 
identified with a constructively progressive move- 


ment. 
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Several More States Recognize Needs of Agency 
Qualifications by Legislation, Says Bennett 





CALLS PENNSYLVANIA LICENSE SYSTEM “MOST FORWARD-LOOKING AND FORCEFUL?’ 





Secretary-Counsel of National Association Expresses Disappointment at Failure of Bar Association t 
Adopt Qualification Laws But Says Real Progress Is Being Made in Direction of Ousting 
Incompetent Agents From the Field; Urges Agents to Use Group Local News- 
paper Advertising Backed by Association 


What has been done in the direction 
of increasing the competency of local 
fire and casualty agents in the last year 
was reviewed by Secretary-Counsel Wal- 
ter H Bennett in his report Wednesday 
morning to the convention of the Na- 
tional Association of Insurance Agents. 
He found much cause for satisfaction as 
several states have comparatively recent- 
ly enacted legislation or made rulings 
which require applicants for agency I- 
censes to pass examinations testing their 
fitness to become company representa- 
tives. He cited the cases of Pennsylva- 
nia and Massachusetts as notable exam- 
ples. : ae 

Mr. Bennett did give voice to his dis- 
appointment over the failure of the Am- 
erican Bar Association to include agency 
qualification laws and residency agency 
acts in their code for insurance commts- 
sioners to follow. But this action will in 

no way deter the National Association 
in its forward looking program, said 
Mr. Bennett. 

Another important matier brought up 
by Mr. Bennett was the aid being given 
local agents by the National Assocwation 
in: supplying material for co-operative ad- 
vertising in newspapers. He urged the 
agents to make full use of this excellent 
advertising material. 

Mr. Bennett’s report follows in full: 

In answering the call to present to 
this Convention a faithful record of the 
work of the National Association, your 
executive officers are mindful that in the 
limitations necessarily present there must 
be a selection of a very few things to 
the exclusion of the rest. The president 
and the chairman have admirably pre- 
sented for your consideration a portion 
of that record. In addition to what has 
been said it seems in order to make a 
few additional observations. 

Last month it was my privilege to 
hear the Lord Chief Justice of Eng- 
land, Lord Hewart, Baron of Bury, ad- 
dress the American Bar Association in 
annual convention assembled. Among 
other things he said: “If self-govern- 
ment is to be a real and living thing, 
the citizens who share the responsibil- 
ity of governing, that is to say all the 
citizens, ought at least to have access 
t> information upon public affairs which 
is both accurate and adequate.” 

I believe this theory can well be ap- 
plied to our own affairs and that our 
organization will be a real and living 
thing just in proportion as all its mem- 
bers avail themselves of the opportunity 
always present to have information upon 
its affairs. 

Necessary Forerunner 

As distinguished from “public rela- 
tions” this theory as the necessary fore- 
runner of that, is “National Association 
rejations.” If we can only get our mem- 
bership as a whole aroused to a high 


sense of their own obligations and in 
possession of the real objects and pur- 
poses, and the accomplishments and 
aims of the Association, our task and 
future results will be much easier. 


In the October issue of “Nation’s Busi- 
ness,” just out, a great American finan- 
cier and business man, O. H. Cheney, 
vice-president of the American Ex- 





WALTER H. BENNETT 


change Irving T-ust Company, New 
York, says of the National Association 
and all other trade associations: 

“The most frequent example of the 
touching faith of the American business 
man in magic is the all-too-prevalent 


feeling that, if he belongs to an asso-— 


ciation, everything will be all right. Too 
often an association member feels that, 
if he has committees, by-laws and a sec- 
retary, then the problem of his industry 
require no further attention from him. 
A strong association secretary can do a 
great deal for an industry, but he too 
frequently is called upon to do it against 
the most impenetrable indifference and 
sometimes the active hostility of a large 
proportion of his membership. 

“This belief in magic extends to al- 
most every form of association activity 
—from the passing of resolutions of 
protest against the latest development 
of the new competition, to... approv- 
ing a code of ethics which is (no) more 
than a numbered collection of pious 
wishes or rhetorical outbursts. Too fre- 
quently the membership breathes a sigh 
of relief and decides that all their fu- 
ture sins will now be automatically 
washed away; that the mere possession 
of a trade association code of ethics is 
a substitute for fair dealing; that as long 


as the Thibetan’s prayer-wheel keeps on 
turning, he can do as he pleases.” 

The telling point the distinguished 
writer makes in his splendid article, as 
it refers to us, is: How can the Na- 
tional Association approach the vital 
needs in insurance as an association when 
we have not really organized ourselves ? 
I commend to you the careful study of 
the entire document. 


Aims and Ambitions 


As we are again met in annual con- 
vention, it is but natural that our 
thoughts should turn to one question 
which is very close to our hearts as one 
of our aims and ambitions in this Na- 
tional Association of Insurance Agents. 
That subject is the personnel of the 
agency force and its bearing on insur- 
ance generally. It cannot have escaped 
the attention of those who follow cur- 


rent events in insurance newspapers and 
otherwise, that much thought is being 
devoted to this important matter. 


Our Association has always taken an 
uncompromising stand toward paternal- 
ism and toward the entry of government 
into any form of private enterprise, in- 
cluding insurance. As part of our gen- 
eral theory in this respect, although rec- 
ognizing the necessity of state supervi- 
sion or regulation of insurance in the 
public interest, we believe that evils, dif- 
ficulties, disagreements or doubts which 
are purely matters within the business 
should be settled from within and not 
from without. 


For years we hoped that the insur- 
ance companies would see the wisdom of 
confining their agency appointments only 
to those who had knowledge of the 
business, insurance law, the contracts 
which they were soliciting or negotiat- 
ing and of the service they would be 
called upon to render policyholders. 


But our hope has not been realized. 
If this problem could be solved without 
legislation, it would be for us a source 
of much happiness, notwithstanding the 
fact that, though slowly, the subject has 
surely made progress in a number of 
states. So it was that last year you 
had brought to your attention during our 
annual convention a proposal by which 
the agency business might govern itself 
at least to the extent of insuring quali- 
fied agency representatives. 


More Astounding Proposals 


Now comes a proposal even more 
astounding than the one above discussed. 
This time it is not from agency sources 
but from the vice-president of the great 
American Exchange Irving Trust Com- 
pany above quoted. His application runs 
to insurance as well as other great Am- 
erican businesses. He says: “No in- 
dustry can face competition from other 
industries unless its own house is in or- 
der, and unless it is producing and dis- 
tributing as economically and as effi- 
ciently as possible and with the minimum 
of internal friction. The sooner 


every trade association activity becomes 
integrated into the organized activity of 
the whole industry, the sooner it will be 
ready to fight constructively in the new 
competition. Regardless of inter-distrib- 
utor competition, every factor within an 
industry must fight together; and re. 
gardless of inter-commodity and inter-in- 
dustrial competitions, all industries hay- 
ing common interests must understand 
and help each other.” 


And yet the big men in the fire insur. 
ance business in America and in the cas- 
ualty business and in the surety busi- 
ness have as yet made little, if any, at- 
tempt to “integrate their activities” to 
the end that a common stand may bk 
taken and a common advance made by 
the whole insurance army. 

This getting together for self-govern- 
ment and self-discipline may be nearer in 
some avenues of business activities than 
we suspect. If this theory is as impor 
tant as some far-seeing business men 
believe, I hope insurance will not be the 
last to think about it. 

In the meantime there is much ev: 
dence to indicate that the idea of an 
agency qualification standard is gaining 
ground. The National Convention of 
Insurance Commissioners now has a com- 
mittee at work, entrusted with the task 
of devising a plan to arrive upon a uni- 
form agency license system. Preliminary 
report of this work was made last month 
at the commissioners’ annual convention 
at Cincinnati, with distinct progres 
noted. 


Qualification Laws 


In Alabama the qualification law wa 
passed this spring. The Alabama Ass0- 
ciation has offered the superintendent ¢ 
insurance its assistance in making the 
measure effective. 

In Connecticut the qualification lav 
was revised at the last legislative ses 
sion. The distinguished Commissioner 0 
that state is now vigorously advocating 
and consistently practicing the wise aml 
wholesome tenets of his law. 

In Florida the state association, after 
a vigorous campaign and with the splet- 
did co-operation of the Department 0 
Insurance, has written upon the statute 
books a measure that will be of untoll 
benefit in producing a more qualifie 
agency force there. 

_ In Kansas the business of insurane 
is in a position to function smoothly an 
efficiently under a new insurance code 
providing, among other things, a stant: 
ard agency qualification and_ residet! 
agency law. 

_ In Massachusetts the commissioner ha 
issued a drastic ruling requiring 2n ap 
plicant for an agency license to pass! 
satisfactory written examination that 
test his competency. It will cover tht 
more important provisions of the insu 
ance laws and the provisions of the v* 
rious policies issued by the compa‘y af 
plying for his appointment. : 

In Michigan the commissioner of i 
surance has just issued a warning of his 
plan to clean up agency conditions ™ 
his state by eliminating the unqualifiel 
and the unfit from the ranks. 

In New Hampshire the sturdy af! 
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Secretary Bennett s Report 


careful commissioner of that state is free- 
ing the agency ranks of all those who 
are unqualified and particularly those 
men connected with financial institutions 
who are in a position to influence pre- 
miums by the coercive power of credit. 

In Pennsylvania on the first of Sep- 
tember the commissioner issued the most 
forward-looking and forceful pronounce- 
ment of the question that has ever come 
to my attention. Among other things he 
rules that no agent’s license will here- 
after be issued in that state except to 
one who is familiar with the insurance 
law and the character of the insurance 
contract, of good business reputation and 
not a cashier, officer or employe of a 
state or federal bank. He lays down a 
strong constructive platform upon which 
to build a representative agency struc- 
ture that will be a credit to the business 
and an honor to his administration. 


Other States Leaning Toward 
Qualification 


In Tennessee, the home of the distin- 
guished president of the Insurance Com- 
missioners’ Convention, there is a new 
qualification measure designed to protect 
the public from the operation of incom- 
petent agents. 

Other states are moving in the same 
direction and corrective influences are 
steadily gaining ground. These manifes- 
tations from various states give us heart 
and encouragement to a far greater de- 
gree than anything which has occurred 
in years. 

With all this evidence before us, it 
was somewhat startling last December 
when the chairman of the committee on 
insurance law of the American Bar As- 
sociation issued proof sheets of the draft 
of an insurance code to be approved 
by that great Bar Association, in which 
an agency qualification law was not even 
hinted at. While we are on the matter, 
it might be added in passing, that this 
draft contained also no provision for the 
licensing of agents by the Department 
of Insurance. Apparently an agent, un- 
der the plan, would become such when a 
company certified a list of names to the 
Commissioner of Insurance. A resident 
agent’s law was rejected as not essential 
for the proper regulation of insurance or 
future protection of public interests. 
This, notwithstanding the line of deci- 
sions of the state and federal courts, 
which hold that the business of insurance 
so affects the public interests that it jus- 
tifies legislative regulation, including the 
agency branch. 

American Bar Association Attitude 


This matter appeared to us as so 1m- 
portant that we presented to the Amer- 
ican Bar Association, last August, our 
protest against the exclusion of these 
salutary provisions in a suggested insur- 
ance code. It would seem that the sec- 
tion providing for the issuance of a cer- 
tificate of authority by the company to 
an agent was drawn solely on the com- 
mon law theory of principal and agent, 
viewing the agent as the servant and 
employe of the company subject to its 
direction, for which reason there could 
be no independent responsibility on the 
part of the agent, the responsibility all 
resting upon the companies. 

Our unfortunate position was that the 
National Association was a stranger in 
their midst and our appearance at the 
eleventh hour was not a sufficient in- 
ducement to overturn the work of its 
committee. The splendid isolation of the 
fire and casualty insurance companies 
was never more readily discernable than 
when the life insurance protagonists were 
striking down fifteen years of earnest 
work for a better agency standard. 

The Bar Association accepted the work 
of its committee and it now remains for 
us to point out to the Insurance Com- 
missioners’ Convention and the state leg- 
islatures the unfairness of any insurance 
code which ignores the vital elements 
of the American Agency System. 

Is it not high time that the business 


came to a realization of the exact posi- 
tion occupied by the insurance agents in 
this country? The old idea of the rela- 
tion of an agent to his company as that 
which exists between the old common 
law agent and his principal must give 
way. For we are all independent busi- 
ness men. It is not true that we repre- 
sent them in the pure capacity of serv- 
ant and employe. We solicit business 
on our own account. We secure it first; 
then we write it. It is not until we 
have in our offices an order that we 
give consideration to the question of 
placing. it with any particular company 
or companies. 
Refusal to Recognize Agent’s Value 


It may well be that the refusal or fail- 
ure to recognize the real position of the 
insurance agent in these days is respon- 
sible for much of the agitation about the 
American Agency System that is now 
going the rounds. Have the companies 
forgotten that it was necessary for them 
to establish the American Agency System 
in order to expand their business and 
that it is through this system alone that 
they have become as powerful as they 
are today? 

We agents, on our part, must be 
aroused to our duty and our responsi- 
bility in this testing time. That is, above 
all, to establish and bring about universal 
appreciation and recognition of the place 
which the agent rightfully occupies in 
insurance. The task is not easy, nor one 
for individual effort alone, and it can- 
not be discharged simply by lamenting 
the presence in agency ranks of undesir- 
able incompetents. The undertaking is a 
joint one, to be carried on through unit- 
ed agency effort. 

The National Association is now pre- 
pared to offer the means of fixing the 
actual worth and value of the agent 
and his services both in the mind of 
insurance and the public. It is in the 
form of a carefully laid campaign of 
publicity and insurance education to es- 
tablish confidence in the members of the 
National ASsociation, and at the same 
time rendering a fine service of sales- 
manship and public relations and educa- 
tion to insurance and ourselves. 

To prove the value, utility and, in- 
deed, the necessity of this plan of group 
publicity, I cite the same distinguished 
financier and public relations expert 
whom I have previously quoted, the vice- 
president of the New York American 
Exchange Irving Trust Company, who 
within the last few days, said: “Too 
few realize that co-operative advertising 
is much newer than individual advertising 
and that it still bristles with many un- 
solved problems which require not only 
expert management but also active, en- 
thusiastic and intelligent support of every 
member (of his association). At least 
it demands the member’s self-interest in 
tying up his advertising and merchandis- 
ing efforts to the co-operative work of 
the Association.” 

Co-operative Advertising 

We now offer our members, therefore, 
a carefully planned and prepared out- 
line of group local newspaper publicity 
which is inseparably coupled with the 
appeal made by the co-operative work of 
the National Association, your trade as- 
sociation. We believe confidently, as do 
all those who have studied the plan, that 
it will be a powerful, if not the dom- 
inant factor in meeting the new compe- 
tition and bringing. to the participating 
agents good will of material value, and 
good business of lasting return. 

Finally, may I urge upon our member- 
ship the greatest single adventure upon 
which we can embark—to be occupied 
busily and diligently with our own busi- 
ness, its conservation and further devel- 
opment for public good? This is an 
adaptation of the first law of nature, and 
a task that should enlist the earnest sym- 
pathy, enthusiastic co-operation, and 
constant support of all our members for 
the coming year and the years to come. 


‘their cost was excessive. 


Agency Costs Plans 
Offered at Meeting 


HARRINGTON PRESENTS REPORT 





Better Business Methods Committee 
Evolving Plans by Which Agents Can 
Reduce Operating Expenses 





Agency operating costs came before 
the National Association’s New Orleans 
convention Wednesday afternoon when 
W. Eugene Harrington presented the re- 
port of the better business methods com- 
mittee. This committee has been work- 
ing for months and making splendid 
progress in the direction of devising ac- 
counting systems for local agencies. The 
idea is to establish a set of model cost 


- accounting plans to which local agents 


can adjust their own methods and thus 
establish economies in operating which 
they probably would not have known 
about except for the National Associa- 
tion’s assistance. In his report Mr. Har- 
rington enumerated several recommend- 
ed forms. 


Extracts from the better business 
methods’ committee report follow: 

The original purpose of this committee 
was to gather statistics on a nation-wide 
basis as to the percentage of costs for 
agency operation. This was, to accom- 
plish a two-fold purpose, i. e., to enable 
our members to compare these averages 
with their own cost of operation, and 
thereby determine whether their business 
is being operated on as economical a 
basis as the average agency within its 
class, and if not, to determine wherein 
Secondly, to 
have these figures to justify the so-called 
“acquisition” expense at such rate hear- 
ings or company conferences where the 
question of agency commission was in- 
volved. 

It was obviously necessary to segregate 
this information into agency classes as to 
volume of premium. For illustration, a 
comparison of percentage of costs for an 
agency doing $25,000 per. year in pre- 
miums would not be comparable with an 
agency doing $500,000. Such statistics as 
has been gathered are, therefore, divided 
into several premium classes. 

Getting Facts From Agents 


A study as to the best method of se- 
curing these figures developed the fact 
that there had been no standard cost 
basis set up whereby items of cost were 
allocated to the same accounts in the va- 
rious agencies. It, therefore, became 
necessary, as the first step of your com- 
mittee, to set up a questionnaire which 
would bring out the information which: 
each agency should have available for a 
proper knowledge of its business and to 
have this questionnaire used as a basis 
for future cost figures. 

This questionnaire was sent out not 
to the entire membership of the National 
Association, but to a selected list from 
whom we could reasonably expect figures 
that we could depend upon. 

It was also felt that this would de- 
velop any necessity for changes before 
this form was adopted as a standard. 
From the replies received, your commit- 
tee is of the opinion that the informa- 
tion called for by the questionnaire meets 
4ll requirements and has proceeded with 
this as a basis for its other work. 

The questionnaire developed the fact 
that even among the selected agencies, 
the methods of these agencies did not 
produce sufficient information for a com- 
plete analysis. Therefore, the committee 
set itself to the task of devising a stand- 
ard accounting and agency system which 
would not only work for simplification 
and greater efficiency in agency methods 
but which, when used, would produce 
the same comparable figures as to re- 
sults for future comparisons. 

A. conference was held with the com- 
pany representatives from the National 
Board of Fire Underwriters, the Na- 


tional Association of Casualty & Surety 
Underwriters and the Surety Association 
of America, and out of this conference 
there was developed the suggestion that 
this same joint committee review such 
systems as were now being sold by ya. 
rious companies engaged in that busi. 
ness throughout the United States. At 
a later date this was done and several 
systems were presented in person by the 
representatives of those companies, and 
quite a few others were submitted by 
mail. 

These were all carefully and_ thor. 
oughly reviewed by the committee but 
no one system was given the stamp of 
approval, practically all of them being 
with considerable merit, but not meet- 
ing the full approval of the committee 
for the reason that they either called 
for too much detail or were deficient in 
other respects. It was then determined 
that the committee should evolve a sim- 
ple workable set of forms which could 
be adapted either to the small or large 
agency, taking into consideration the 
facts that provision must be made for 
those agencies handling their accounts in 
long hand, typewriter or through the 
billing machine system. 


_Forms Recommended 

There is submitted the following forms 
as recommended by your committee: 

1.—An invoice form to accompany each 
policy. 

2—A billing unit which provides at 
one operation, either on billing machine 
or typewriter: 

_ (a) The customer’s account show- 

ing previous balance and all transac- 

tions for the month. 

(b) Collections Suspense, the pur- 
pose of which is explained under a 
separate heading. 

(c) Expiration record. 

(d) Customers ledger record. 
3.—Standard combination cash book 

and journal providing for monthly post- 
ings of totals to general ledger. 
; 4.—Monthly financial statement, show- 
ing division of quick and other assets or 
liabilities or cost record. 
5.—Suggested account current forms 
providing for all classes of business with 
space thereon for allocation of commis- 
sions for agents accounting purposes. 
6.—System of following up collections 
daily. 

a In Practical Use 

_If it is then the desire of the conven- 
tion your committee is agreeable to un- 
dertaking the task of preparing in 
pamphlet form fac-simile copies of all 
forms with detailed explanation as to 
their use and embracing therein such 
other features pertaining to this subject 
as may be developed. 

This may be disseminated to our mem- 
bership as a manual looking toward 
standardization of insurance agency at- 
counting and management, and may be 
enlarged upon as various subjects are 
developed or amplified. Such a plan cam 
be extended to cover agency advertising, 
successful methods of solicitation and 
other features of interest and value. 

The work of this committee has been 
entirely one of “pioneering.” Progress 
can only be made by constructive criti 
cism. Undoubtedly there will grow out 
of the submission of a definite plan, 
many valuable suggestions for improve 
ments. We feel that the work of the 
National Association in this regard has 
merely begun, and recommend thai pro 
vision be made in the National Associa- 
tion’s headquarters in New York for 10- 
quiries on agency management matters 
to be directed by our members so that 
not only may they receive advice of value 
to them, but that our membership at 
large may reap the great good which 
will follow from all of our members 
receiving the benefit of those successful 
plans of our membership at large. This, 
if properly handled and encourage‘, cal 
be developed into a service bureau ° 
enormous value to our membership and 
it is hoped by this committee that your 
executive committee will consider our 1a 
bors merely a start of the laying of 4 
foundation for a real constructive work 
in the years to follow. 
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Yells How to Make 
Local Agency Ads Pay 


PROMOTE WIDER DISTRIBUTION 


W. Warren Ellis Says Proper Advertis- 
ing Has Helped Local Agents in 
Four Distinct Ways 


W. Warren Ellis of the public rela- 
tions department of the National Board 
of Fire Underwriters, who has made a 
name for himself in insurance advertising 
circles, led a discussion before the con- 
vention on Wednesday afternoon on the 
subject of agency advertising. He out- 
lined four functions advertising ought to 
perform for the local agent, namely: re- 
duction in selling time and thereby of 
selling cost; increase in agency prestige; 
increase in number of clients and ability 
to hold them, and the promotion of a 
systematic development of promotional 
work. 

In his address Mr. Ellis said in part: 

“From a local agency standpoint it is 
no longer a question, “Shall Wé Adver- 


~ 








W. WARREN ELLIS 


tise?” but “Can We Afford Not to Ad- 
vertise?” Advertising has a definite 
function to perform in distribution. If it 
is not used then some other form of ef- 
fort must take its place. The agent de- 
cides how he will conduct his agency 
but he owes it to himself to know and 
understand every factor for agency ad- 
vancement that he has available. 

“Advertising is a part of selling. It 
is only a small part of all there is to 
selling—it can never replace the personal 
effort and never do the whole job but 
to be successful and worthwhile, advertis- 
ing must help sell. 

“Advertising—by dint of constant per- 
suasion turns resistance into receptivity 
—it does not obtrude itself but it does 
gradually worm its way into your pros- 
pects consciousness and stimulate action. 

Logical Functions 


“Advertising in the insurance business 
has several logical functions to perform. 
One of the functions of advertising by 
far the most important is to save the 
time of the personal salesman. 

“Don’t say you have tried advertising 
if you have sent out a ton of folders and 
then waited with your feet on the desk 
for the business to roll in. Don’t say 


you have tried advertising if you bought 
a quarter-page of newspaper space dur- 
ing the past year. 


“Don’t say you have tried advertising 
unless you have made it part of your 
agency selling supplementing your own 
personal efforts, following it up with 
personal calls, using it dot to do the 
whole job but to help you do a better 
job in less time. 


“The agent’s biggest single asset is his 
own personal time and the personal time 
of his assistants or associates. The in- 
surance agency business is a specialized 
and personalized occupation depending 
for success upon the element of the 
agent’s time. Every factor with which 
the agent can conserve his time should 
merit his careful thought. 


As an example let us consider for a 
moment a selling analysis of any line 
of insurance. We will take rent or 
rental value insurance. Here are the 
questions an agent or salesman must 
consider before selling a rent or rental 
value policy. Advertising fits into the 
outline at two points. If an agent plans 
to develop the possibilities in this line 
he has already learned from his ex- 
perience that in small cases it requires 
an average of two calls to sell a policy, 
in larger cases he needs an average of 
three calls to get a decision. 


“Tf, by some form of advertising— 
telephoning—a selling letter—a company 
folder—he can cut down the number of 
calls to get a decision by one, he has 
increased his producing time between 30 
to 50%, leaving out of consideration the 
probability of getting a more favorable 
decision in the majority of cases because 
of advertising. 


Personal Responsibility 


“Advertising, used properly, does not 
remove the agent’s personal responsibil- 
ity for the business. No form of adver- 
tising, regardless of how cleverly it is 
worded, can make it unnecessary for the 
agent to see and know his client and in- 
spect the property. Any advertising that 
did that would harm rather than help the 
business. 


“A local agent’s advertising should be 
designed to save his selling time. One 
agent told me, ‘I haven’t the time to 
advertise—you see I am alone in the 
office with one assistant. He is the 
very man who needs exactly what ad- 
vertising could do for him. 

“To go back to our example in rental 
value insurance for a moment, the pre- 
mium on a rental value policy on a 
dwelling is very small but the client de- 
serves that protection and once on the 
books it is good business, usually lead- 
ing to other lines. Two personal calls 
to sell one rental value policy would cost 
the agent more time than the line would 
be worth to him. If part of his person- 
al selling time can be saved, however, 
by advertising it will be possible for him 
to sell the tine and thereby strengthen 
his agency and better serve his clients. 

“Advertising may also be used to in- 
crease the prestige of an insurance 
agency office. The salesman knows that 
if he represents a well known office he 
finds it easier to get down to facts. 
Agents who are just starting in business 
find that to be the case. People buying 
insurance buy because of confidence in 
the institution and organization of in- 
surance and confidence that they are 
protected. They know that to a large 
measure they depend for their protection 
on ability of the local agent. A well 
known office, therefore, commands their 
confidence. 

“Insurance agency offices become 
known to most people, not wholly by 
personal acquaintance but by some form 
of advertising—even if it is word-of- 
mouth advertising. “Nothing succeeds 
like success” runs the old saying and 
no saying is more true where insurance 
agency work is concerned. A ground 
floor office with a business-like appear- 
ance, representatives of a high char- 
acter, advertising that makes itself read, 
membership in various clubs or civic en- 
terprises—all contribute to a justified 


feeling on the part of the public that 
the office can be trusted to handle in- 
surance carefully and accurately. 

“The National Association of Credit 
Men in the October issue of the maga- 
zine Credit Monthly urges the use of 
an established agency office rather than 
allowing any one with his office in his 
hat. to write the insurance. 

“Advertising is only a part of prestige 
building, as it is only a part of selling 
but it 1s an important part. 


Ads Help to Sell More Lines 


“Advertising does one more thing for 
the local agency—it promotes a wider 
distribution of insurance lines. Agents 
who have devoted themselves to obtain- 
ing as insurance clients only close 
friends or relatives find that by carefully 
planned advertising they are able to 
reach many people who otherwise would 
not be reached. Advertising opens the 
door to clients and keeps the door open. 
Advertising makes it possible for the 
agency to spread out and expand at a 
very small expense in promotional work. 


“The entire insurance business depends 
primarily on distribution of risks. Com- 
panies must have the widest possible dis- 
tribution and agents must have as large 
as possible number of clients on their 
books. Advertising at a small expense 
can be used by agents to get clients and 
hold clients with the smallest possible 
expenditure of personal time. 


“I am only taking up four phases of 
what advertising can do for local agents. 
It certainly orders the work in the 
agency. One great trouble in agency 
work is to be able to set a program in 
advance and stick to it with a reasonable 
amount of faithfulness. If a letter has 
been mailed to a list of clients on a 
specific line of insurance, then the agent 
has a list of calls to make. 


Promotional Work 


“His prcemotional work is laid out for 
him. The office work falls in line and a 
systematic development of business takes 
place. I do not say a systematic de- 
velopment of business cannot be accom- 
plished without advertising but it seems 
far more likely if advertising is used. 
The most advertised office, in my expe- 
rience, has been the best ordered with 
the most time available for personal sell- 
ing. 

“Advertising, therefore, should do at 
least four things for the agency office. 
It should lower the cost of selling the 
individual policy by cutting down the 
personal time necessary to sell it. It 
should help to establish the prestige and 
importance of the office in the minds of 
prospective clients. By advertising, « 
larger number of clients may be de- 
veloped and held and the promotional 
work of the agency falls into definite 
lines of advancement. 

“You have advertising to use, you have 
help and co-operation on every side, 
there is no reason to put off the adop- 
tion of this selling assistance for lack 
of material or advice. Your own execu- 
tive committee has approved a plan of 
co-operative advertising and samples of 
the copy are in this room for you to 
look over. 

“The National Board of Fire Under- 
writers under the direction of Mr. Mal- 
lalieu and a committee headed by F. D. 
Layton, vice-president of the National 
Fire Insurance Company of Hartford, is 
developing an extensive plan of: educat- 
ing the public regarding fire insurance 
that should materially help to cut down 
sales resistance for the local agent. 

“It is not feasible at this time nor at 
any other time for the companies either 
singly or in groups or under the direction 
of the National Board to do all the ad- 
vertising. Local agents get greater re- 
sults when the advertising belongs to 
them. It is impractical for the insurance 
business to advertise direct to the pub- 
lic other than the educational plan al- 
ready started. Individual companies and 
the National Board are ready and anx- 
ious to help local agents advertise lo- 
cally. ‘They have already helped many 
agents.” 


Darrow Offers Good 
Advertising Media 


FOR THE USE OF LOCAL AGENTS 


Advertising Manager of the Home Lists 
Newspapers, Direct Mail, Novelties 
and Window Displays 


W. W. Darrow, advertising manager 
of the Home fleet of fire companies, gave 
an excellent talk on insurance advertising 
methods for local agents before the New 
Orleans convention on Wednesday after- 
noon. He discussed daily newspaper 
space, direct mail advertising, distribu- 
tion of novelties, the co-operation of fire 
companies, and other means. 

Asking his listeners the question of 
what can be accomplished by the use of 
newspaper advertising, Mr. Darrow said 
in part: 

“Newspaper advertising is essentially 
mass appeal. It is seldom that the fire 
insurance agent will be able to point 
to his day’s entries of business trans- 
acted and say that a definite percentage 
of it was due to his advertisement in 
yesterday’s paper. 

“Newspaper advertising must carry a 


Photo by Blank & Stoller 
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message of general interest. It is good 
for helping to build up an agency name 
and reputation. It gets across an idea 
to the community at large. The use of 
newspapers can be made particularly ef- 
fective if used immediately following any 
sort of calamity. In fact, this might be 
the exception to the statement that direct 
returns cannot be checked against news- 
piper advertising, for at psychological 
moments it can be tremendously effec- 
tive and I am sure that more than one 
of you men can tell of some particular 
instance when you used the newspapers 
profitably. 


Co-Operative Advertising 


“Perhaps the most effective newspaper ” 
advertising that can be done locally is 
of the type which the National Associa- 
tion is now inaugurating. It is the edu- 
cational type of advertising that is in- 
tended to get people on more’ familiar 
terms with insurance. 

“Space purchased co-operatively does 
not demand an excessive amount from 
any agency and it makes possible ad- 
vertising on a scale large enough to com- 
mand attention. Such advertising used 
over a period of time is bound to cause 
favorable reaction on the part of the 
public to those agents who are sponsor- 
ing the campaign. 

“Direct mail properly directed can be 
made a vital factor in your business de- 
velopment. Under the heading direct 
mail one can classify folders, sales 


(Continued on page 25) 
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Harrington Outlines Five Year Development Plan 
For 509% Increase in Association Membership 


NATIONAL BODY 








SEEKS 15,000 LOYAL, ELIGIBLE AND COMPETENT LOCAL AGENTS 


Executive Committee Chairman Reviews Briefly Decision to Stand Squarely by Milwaukee Declaration; 
Gains Made in Non-Taken Policy Campaign and Steady Fight by State Associations and 
Local Boards Against Automobile Clubs Going Into Insurance Business; Co-opera- 
tive Attitude Bringing Success to Agency Forces 


W. Eugene Harrington, of Atlanta, 
chairman of the National Assoctation’s 
executive committee, made a compara- 
tively brief report to annual convention 
at New Orleans on !Vednesday morning. 
However, he took time to review several 
decisions taken by the National Associa- 
tion during the last twelve mouths. One 
was that the Association would stand 
firmly by the Milwaukee Decision of 
several years ago and seek for members 
only those agents who will write for 
companies that are loyal to the principles 
of the National Association. 

Chairman Harrington also touched 
upon the progress made im securmg a 
uniform definition of not-taken policies, 
and spoke of the determined fight state 
associations and local boards are making 
against the entrance of automobile clubs 
into the insurance business. He also out- 
lined the five year development program 
of the National Association through 
which it is hoped to increase the mem- 
bership 10% each year until 15,000 mem- 
bers have been secured. 

The text of Mr. Harrington’s report 
follows m fuil: 

In the past it has not been possible 
for the chairman cf your executive com- 
mittee to render an annual report of its 
activities with any degree of details. He 
has been able simply to make a choice 
for discussion of the matters that come 
up from time to time. I see no oppor- 
tunity to do otherwise this year. 

At the ; 
mittee’ in December, 1926, consideration 


first meeting of your com- 


was given to the position of the Na- 
tional Association through its previously 
declared set of principles, and the adop- 
tion in convention assembled of the Mil- 
waukee that 
sufficient time had elapsed and that ev- 
ery effort had been exhausted to adjust 


Declaration. It was felt 


such differences as had existed between 
our Association and companies which had 
been violation, and that a 
definite policy should then be adopted, 


declared in 


either of enforcement or a frank with- 
drawal from our previously declared po- 
sition. 

Decision Called for 


depended that decision. 
luring the several years that intervened 


since the date of the Milwaukee Declara- 


Much upon 


tion, it was charged that the agents were 
unwilling to reward those who had stood 
loyally by the National Association prin- 
ciples. The delay in enforcing the Mil- 
wattkee Declaration was given as evi- 
dence of the insincerity of our resolu- 
tions. Your offices of that period were 
exhausting every effort to avoid a breach, 
hoping against hope the organized agents 
could work in co-operation with all com- 
pinies and devote their joint efforts to 
the general good of the business. 

They had left no stone unturned and 
had not only met with a determined at- 


titude of unwillingness to subscribe to 
our principles but continued and flagrant 
violations thereof. 

The hour had struck; and once and 
for all it was to be determined whether 
1 not our membership was to continue 
the support of those companies whose 
policies were tearing down the very foun- 
dation of our business. 

The judgment of your committee was 
unanimous. Any other action would have 
sounded the doom of the strength of the 
National Association, and opened wide 
the flood-gates’ of practices inimical to 
our interests. It is unnecessary at this 


juncture to reiterate the history behind 
this situation. A most carefully prepared 
statement issued by your executive com- 
mittee at its December meeting is avail- 
In accordance with our determina- 


able. 





W. EUGENE HARRINGTON 


tion to qualify our membership, the va- 
rious State Associations were requested 
to reconcile their membership with their 
principles. Progress along this line, far 
beyond our expectations, has already 
been made. The results have proven the 
wisdom of this decision. 


Membership Increase 


The question of increasing our mem- 
bership through steady and continuous, 
rather than spasmodic effort, has been 
viven careful consideration. As a result, 
a five-year program has been developed, 
locking toward a ten per cent annual in- 
crease. For this purpose, state member- 
ship committees are being appointed and 
definite plans developed toward further 
premoting organization of local boards. 
These state membership committees will 
be a part of the National Membership 
Committee, and will work in complete 
co-ordination and co-operation with the 
National Association through the regu- 
larly constituted state officers. 

To promote membership, a co-opera- 
tive advertising plan has been evolved 
—one which will stamp an agent in his 


community with the prestige that fol- 
lows membership in national trade asso- 
ciations. This is an asset worthy of con- 
fidence and support, since the outsider 
who is unwilling or unable to serve in 
co-operation with his fellows is viewed 
with suspicion. 

Too, membership is to be made more 
valuable through practical _ benefits 
gained by the work of the Better Busi- 
ness Methods Committee, looking toward 
efficiency in agency management. Cou- 
pled with this goes the service through 
the National Association member of the 
proposed plan dealing with automobile 
insurance, concerning which more will be 
heard at this convention. 

By this five-year development cam- 
paign, we hope to make membership so 
valuable that the annual turnover will be 
substantially reduced, while the incentive 
for membership will be such as to bring 
within our ranks the fifteen thousand 
agents whom we feel are eligible for affi- 
liation. 


Fighting Auto Clubs 


Although the automobile has been a 
medium for a large increase in premiums, 
there has followed in its wake problems 
of a most serious nature. We have seen 
in southern California, Chicago, Detroit, 
and Missouri, millions of premiums being 
written through “automobile clubs.” 
Throughout the country premiums which 
we feel properly belong to the insurance 
agent, are being written by automobile 
finance companies. 

It is imperative that state associations 
give heed to the necessity of organizing 
a sufficiently large and representative 
membership to combat the efforts of 
automobile clubs engaging in the business 
of insurance. 

This can only be done through organ- 
ization, as the effort of the individual 
agent will avail nothing. 

We feel that our companies should dis- 
continue the practice of licensing auto- 
mobile finance companies. We believe 
that finance companies should be pro- 
vided with the single interest policy and 
that insurance companies should confine 
their writings for them to the single in- 
terest policy, such as was recommended 
at the Chicago mid-year meeting. 

Under the .general. head of automobile 
insurance may also be mentioned com- 
pulsory automobile liability proposals 
which have been defeated in all states 
except Massachusetts and in every case 
its defeat has been brought about almost 
solely through the efforts of the organ- 
ized agents. 

We recognize that this problem should 
largely be answered by the insuring of 
more automobiles. In order that the 
whole question of automobile insurance, 
with its various ramifications, may be 
energetically handled, committees are 
now being set up in each state through 
the state associations, whose purpose will 
be to deal with this entire problem. 


Not-Taken Policies 


Considerable misunderstanding has re- 
sulted in the past in the interpretation of 
that part of the conference agreement 
committee determined that this agree- 


ment should be interpreted as meaning 
that policies not returned on or prior to 
the 15th day of the month following its 
effective date should bear an earned pre- 
mium from the effective date. This was 
the original intent of the conference 
agreement, though the ambiguous lan- 
guage left it subject to misinterpretation. 
Our interpretation has been communicat- 
ed to the National Board and all rating 
bodies will undoubtedly be placed on a 
uniform basis in this regard. 

It is impossible for one not personally 
in touch with matters that come before 
this committee to gain any comprehen- 
sive idea of the undercurrents that are 
constantly swaying back and forth, hav- 
ing a very vital bearing on your busi- 
ness and mine. 

The National Association is the only 
voice which the agent has to represent 
him. Your president has touched upon 
the great value to the companies of hav- 
ing this organization as a means of han- 
dling jointly company and agency prob- 
lems. Of how much greater importance 
is it to the agent that he has this great 
body constantly representing his inter- 
ests in all matters. 

The strength and influence of the Na- 
tional Association is unquestionable. It 
has gained this position of eminence by 
virtue of its always tolerant, conserva- 
tive and co-operative attitude on all mat- 
ters with which it deals. It can con- 
tinue to grow in strength only by the 
continuance of such a policy. 

Many other questions besides those 
discussed herein came before your ex- 
ecutive committee, but the choice made 
in this report of business dispatched is 
designed to give you an idea not so 
much of the time and effort expended by 
the committee in handling your affairs 
as, first, of how important are the ques- 
tions that come to us for decision, and 
second, how necessary for your own in- 
terests and those of the business of in- 
surance is agency organization. 


Puzzling Questions Remain 


There is an additional motive, however, 
to show the necessity of the co-operation 
and advice of the membership. Many of 
the matters that come up present puz- 
zling questions. Frequently, it is difli- 
cult for your executive committee to ap- 
praise and reconcile the opinions of the 
entire membership and arrive upon a 
composite decision that will mean the 
greatest good for the greatest number 
and the greatest benefit for the Ameri- 
can Agency System. 

The program of this convention has 
been arranged so that you may have an 
opportunity, not only to profit and re- 
turn home with new ideas for the de- 
velopment of your own business, but to 
contribute of your experience and knowl- 
edge to the common welfare and to assist 
with your advice those who are guiding 
the ship of the Nationai Association 
through the waters of insurance (often 
uncharted) and to the advancement of its 
service in distributing indemnity to the 
public. We ask you to use this oppor- 
tunity, thus to discharge as fully as you 
can the debt you owe to your business 
and your profession. 
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January Ist, 1927 








ASSETS LIABILITIES 

Bonds and Mortgages.. $149,425.00 ii asians $3,500,000.00 
U.S. Liberty Bonds.-.- 518,200.00 a tte 25,610,575.98 
Government, City, Rail- Reinsurance Reserve__ 21,162,599.90 

road and other Bonds Losses in Course of Ad- 

and Stocks ____.--_-- 59,564,972.90 en 8,362,821.00 
Cash in Banks and Of- Commissions and other 

ee Te ee 2,434,964.77 I ie eK 7,100,000.00 
Premiums in Course of Reserve for Taxes-_-_-_-_- 1,005,000.00 

oe 8,827,461.77 Reserve for Deprecia- 
Interest Accrued -_-_--- 111,020.82 SRE et ere den 5,000,000.00 
Reinsurance Recover- 

able on Paid Losses_. 134,952.12 $71,740,996.88 

$71,740,996.88 


Surplus to Policy Holders - $29,110,575.98 





Progress since Consolidation in 1899 





ASSETS RESERVE SURPLUS 

Dec. 31, 1899 $529,282.59 $28,832.54 $2,028.94 
Dec. 31, 1910 5,290,062.12 1,936,224.86 2,365,363.37 
Dec. 31, 1920 42,765,374.55 16,593,764.16 11,361,311.89 
Dec. 31, 1925 67,922,096.58 20,265,572.73 24,161.943.85 
Dec. 31, 1926 71,740,996.88 21,162,599.90 25,610,575.98 





E. C. JAMESON, President W. L. LINDSAY, Secretary 
LYMAN CANDEE, Vice President A. H. WITTHOHN, Secretary 
W. H. PAULISON, Vice President A. G. CASSIN, Assistant Secretary 
J. H. MULVEHILL, Vice President and Secretary J. L. HAHN, Assistant Secretary 
J. D. LESTER, Vice President M. J. VOLKMANN, Local Secretary 
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Ass’n Membership 
Drops 390 to 9,421 


NEW YORK HAS LARGEST BODY 





Non-Co-operating Members Weeded Out; 
Maryland Ass’n Disbands; Kansas 
Wins President’s Cup 





The National Association of Insurance 
Agents had a total membership at the 
close of the fiscal year on August 31 or 
9,421 members, a net loss for the year of 
390 members. The number of gains dur- 
ing the year was 1,828 whereas the losses 
were 2,218. The loss includes 114 mem- 
bers who were dropped when the Mary- 
land Association disbanded, and many 
other losses were due to weeding out the 
non-co-operating members, according to 
Ezra M. Sparlin of the Hotchkiss-Spar- 
lin Co. of Rochester, N. Y., chairman of 
the membership committee of the Na- 
tional Association. Mr. Sparlin present- 
ed his report to the convention on 
Wednesday afternoon. 

The largest percentage of increase dur- 
ing the year was made by the Kansas 
Association, which is the winner of the 
President’s Cup, awarded annually to the 
state association making the greatest 
percentage increase in membership. On 
September 1, 1926, Kansas had a mem- 
bership of 205; on August 31, 1927, it had 
273 members, representing a gain during 
the year of 68, or of 33.1%. Second to 
Kansas was the Georgia Association, with 
a gain of 22.9%, an increase of 38 mem- 
bers. 

In addition to having the largest per- 
centage gain, Kansas had the greatest 
numerical increase, 68. Florida followed 
with 44, Georgia 38, New York 3, Ala- 
bama 27, California 20 and so on twelve 
states showing increases. 

“Numerically, the largest state associa- 
tion on August 31, 1927, was New York,” 
said Mr. Sparlin. “Ohio was next, with 
690 and Pennsylvania third with 476. It 
may seem natural that these populous 


states should have the largest state as- 
sociation membership in the country. But 
it is not a mere coincidence. These 
states all have enjoyed the leadership of 
officers who made it a practice to follow 
their membership closely and to lose no 
opportunity of adding to the membership. 
My own state, New York, I am proud to 
say, without any particular effort, except 








Photo by Morrall 
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EZRA M. 


in cne county, was able to add thirty- 
four new members during the year. 

“In fact as.I look at the matter, the 
state officers will have to do so in order 
to guard their membership and progress 
both. The National Association has said 
that membership is the life blood of our 
organizations. It is that and the foun- 
dation of all our organization efforts. If 
we are to advance it must be with the 


force of numbers. 

“It has been stated that there are but 
few agencies of account which are not 
members of the National Association, 
and that: probably 80% of the business 
of the country is written by members of 
the association. Z 

“We believe that a large membership 
committee can accomplish a great deal 
more than one of ten or twelve. The 
more people you can get interested in a 
certain line of work the better the re- 
sults. We would suggest the following 
plan for a membership committee: 

“First, a general chairman, who shall 
be, ex-officio, a member of the execu- 
tive committee. He will be at all times 
in touch with the executive committee 
and the secretary of the association, and 
they in turn will be in close touch with 
the membership work and know what is 
going on in the field. 

Second, as the United States is divided 
into eleven vice-presidential territories, 
appoint one agent in each of these terri- 
tories who will work with the vice-presi- 
dent in it, but under the direction of the 
general chairman. 

“Third, appoint an agent in each state 
who will be directly responsible for the 
work in his state, with some suitable title 
to designate his work, but working. with 
the agent appointed for that territory. 

“Fourth, ask each state to appoint two 
committees of ten each; one to be known 
as a membership committee and the 
other as a New Boards Committee, un- 
der the direction of the state member of 
the National Association Membership 
Committee. The work of the state mem- 
bership committee will be to look after 
the membership of boards already or- 
ganized, to see that the old members are 
retained, and bring in new members. The 
work of the New Boards Committee will 
be the forming of new boards in accord- 
ance with the principles of the National 
Association. 

“During the past year the number of 
new boards organized as reported, 70; 
reorganized, 11.” 


— 


DEFENDS WORD “INSUROR” 





J. D. Saint of Baton Rouge Says This 
Word Has the Same Significance 
As “Sterling” for Silver 
J. D. Saint of Baton Rouge, La., in 
giving a talk Thursday morning before 
the convention on fixing a standard for 
the American Agency System said that 
the word “Insuror” was to insurance men 
what “sterling” meant to purchasers of 

silver articles. 

“Insuror’ is much younger than ‘ster- 
ling,” said Mr. Saint. “It is synony- 
mous. It challenges the best that is in 
an agent to live up to the standard. 

“The parting of the ways has come; no 
longer can insurance be successfully side- 
lined to other institutions. ‘Those who 
are not for me are against me’ may fit- 
tingly be applied to agents who are and 
who are not members of their local, state 
and National Associations. These or- 
ganizations of self-aggrandizement ap- 
peal to progressive students of insurance, 
while those who take insurance as an 
anesthetic sleep on in their ignorance to 
an early (but not untimely) death. 
Standardization has marked the progress 
of every well organized business; should 
insurance be an exception? 

“Agents who respect their profession 
must apply themselves studiously to ply 
their trade in a manner conducive of 
the greatest public confidence. Why 
should the public buy an inferior article 
when the superior article may be had 
at the same cost? What is to become 
of the agent who does not subscribe to 
the principles of the National Associa- 
tion? What is to happen to the agent 
who thinks he can continue to operate 
outside of the fold of Insuror? Discrim- 
inating buyers of insurance have set a 
standard for agents; they require the 
best; they are satisfied with nothing 
short of the very finest product the 
brains of insurance can produce: They 
demand the standard of Insuror!” 
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Compulsory Auto Law 
Winning Favor in Mass. 


Ww. C. MOULTON ON ITS PROGRESS 





Says Companies and Agents Who Were 
At First Neutral Are Now Giving 
Best Co-operation 





W. C. Moulton, president, Massachu- 
setts Association of Insurance Agents, 
told the convention yesterday morning 
that after nine months’ operation of the 
compulsory automobile liability insurance 
law in the Bay State, it was the opinion 
among agents there that it had turned 
out to be much better than they had 
anicipated. “Generally the owners of 
automobiles are satisfied, too,” he said, 
“but it is yet too early to decide that 
everything is ideal.” ; 

In telling about the steps leading up 
to the passage of the act, Mr. Moulton 
said that the biggest appeal it had was 
the fact that it furnished a means of re- 
covery for damages. He added that em- 
phasis is now being placed on the word 
“security” in the official title of the law. 
Companies and agents maintained a neu- 
tral attitude before the act was passed, 
although it was Mr. Moulton’s opinion 
that they were not in favor of any form 
of compulsory insurance, believing that 


- such a law would not reduce the num- 


ber of accidents and that it was not get- 
ting at the root of the evil to compel 
several hundred thousand citizens to do 
something they did not wish to do. 
Now Getting Insurance Co-operation 


“After the law was passed, however, 
the insurance companies and agents de- 
termined to assist the authorities in ev- 
ery possible way to make it a success, 
said Mr. Moulton, “and the results have 
been most gratifying.” ; 

Discussing the fixing of premiums, the 
speaker told how Wesley E. Monk, com- 
missioner of insurance in Massachusetts, 
had divided the state into three territo- 
ties. The highest rates applied in Bos- 
ton and its immediate vicinity; the sec- 
ond territory covered the larger cities 
and towns outside of Boston and the 


third territory covered the less populated . 


and congested towns and cities. “The 
rates in the first territory,” he stated, 
“are reduced about 25%, while the rates 
in other territories show smaller reduc- 
tions.” ; 

Continuing, Mr. Moulton said: “In ad- 
dition to fixing the rates, the commis- 
sioner also made allowances for the 
percentage of expense of the business; 
for the profit of the companies and per- 
centage of losses, with the result that the 
commission to agents was greatly re- 
duced, while their work was tremendous- 
ly increased. 

“A report of the experience of the 
companies for the first five months shows 
a high loss ratio, but the Insurance Com- 
missioner decided that experience for so 
short a time was not sufficient to be of 
value, and recently ruled that the rates 
will remain practically the same for the 
year 1928.” 


Praise for Registry of Motor Vehicles 


The speaker then had a word of praise 
or the registry of motor vehicles of 

assachusetts which should have a large 
Portion of credit for the reduction of 
accidents. His opinion was that in try- 
ing to decide the question of the law’s 
Success, it should be from the viewpoint 
that any person who is injured by the 
Operation of a motor vehicle in the state 
through no fault of his own, will recover 
damages for such injury. 

In closing Mr. Moulton said: “We 
think it is too early to decide whether 
or not the law accomplishes any decided 
Sood, and hope the citizens will be pa- 
ent and let time disclose the truth— 
and while waiting—allow the law to re- 
Main undisturbed as far as possible so 
that the co-operative efforts of the state 
authorities, the insurance companies and 
agents may continue, believing that this 
18 the only way to determine whether 


or not this law is the remedy for the 
€xisting evil.” 




















NewarRK NJ. 


Its development has kept pace with 


the nation’s growth! 


Business Written 
isciacininiassicli $ 29,497.31 
1,232,207.45 
4,140,430.20 


Total Assets 
$ 404,792.15 
1,625,313.22 
4,352,898.62 





9,345,246.55 
10,592,289.90 


10,932,098.58 
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Asks for Full Time 
State Insurance Heads 


COL. TAYLOR PRESENTS REPORT 


Says Commissioners Should Not Be 
Burdened With Banking or Other 
Similar Responsibilities 





Col. Walker Taylor, that genial South- 
ern gentleman with the fine sense of hu- 
mor, who hails from Wilmington, N. C., 
presented his perennial report as chair- 
man of the legislative committee to the 
convention yesterday morning. He said 
he was presenting his report in brief 
form. As a matter of fact it seemed 
longer than usual and contained this in- 
teresting material when purged of the 
comical stories the Colonel always de- 
lights in telling: 


“We are strongly of the opinion that 
the insurance commissioners of the va- 
rious states should be charged with and 
confine their activities to that of insur- 
ance commissioners, for which they are 
elected or appointed. Having this in 
mind, we appeared before the insurance 
committee of the North Carolina Legis- 
lature at its recent session and strongly 
recommended that they eliminate the su- 
pervision of building and loan associa- 
tions from that of insurance commission- 
er, or provide the insurance commis- 
sioner with sufficient increase in salary 
and expense money properly to handle 
this additional burdem. It seems to us 
that the building and loans are of suffi- 
cient magnitude to have a department of 
their own, or should be transferred to 
the banking department of the state. In 
other words, we are strongly of the 
opinion that insurance should stand or 
fall on its own merits, and insurance 
commissioners, who are the direct rep- 
resentatives of the people of each state 
in matters of insurance, should not be 
burdened, or the insurance business com- 
plicated, by the handling of other big 
interests. 

Self-Government Requisite 


“The National Association of Insurance 
Agents should work in closest possible 
harmony with insurance commissioners, 
and at all times we should so conduct 
ourselves as to receive the entire confi- 
dence of these commissioners. We feel 
that the legislature is the last place in 
the world to go for relief. We should 
never have to appeal to legislators to 
tell us our rights, because the compa- 
nies and the agents should never have 
differences that could not and should not 
be ironed out by conference. 

“We have spent much time and 
thought and study in this work in the 
interest cf the agents, the insurance com- 
panies, and the public, and from obser- 
vation, whenever agents advocate local 
legislation it is for the purpose of gain- 
ing some advantage that they do not 
need and should not have, and nine 
times out of ten would regret after a 
few years ever having been a party to 
the legislation obtained. The time should 
come and come rapidly when no legisla- 
tion should be proposed in any of the 
state legislatures that has not first met 
the approval of the insurance commis- 
sioners, the National Board of Fire Un- 
derwriters, and the National Association 
of Insurance Agents. The three of us 
represent the great public in all of our 
endeavors. 

“Strange as it may sound and seem, 
the most apparently unwise legislation 
with which we have had to contend has 
been that emanating from the national 
government itself at Washington. Wash- 
ington, the center and rock of our na- 
tional security, should never turn aside 
to interfere with legitimate business, but 
should legislate at all times only with 
an eye single to the great advancement 
of our nation as a whole. May I be 
pardoned in saying this—the trouble, as 
we view it in Washington, is that there 
is too much government in business and 
not enough business in government.” 
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Ex-Governor John M. Parker of Louisiana 


Tells Vivid Tales of Flood Rescue Work 


Chief Speaker at Get-Together Dinner Formerly Hunted With 
Theodore Roosevelt and Was a Leader in Progressive 
Party; His Fine Tributes to Herbert Hoover Bring Demon- 
stration for Latter; Delegates See Moving Picture of Bird 


Life in Louisiana 


New Orleans, October 18—John M. 
Parker, the man with whom Col. Theo- 
dore Roosevelt hunted in Louisiana, the 
state and a 
leader of the Progressive party when 


former Goverhor of the 
there was such a party, talked about 
the flood at the get-together dinner of 
the National Association. Eight hundred 
attendance. There were as 
many women present as there were men. 
held the crowd spell- 
bound with his stories of the rescue 
work at the flood. He was in charge 
He described the help- 
less plight of the flood sufferers and 
pointed out that the origin of all streams 


were in 


Mr. Parker 


of this work. 


in Louisiana is outside of the state. His 
contention is that only the national gov- 
ernment can take care of the problem, 
and that it should go to work on the 
task adequately and quickly. 

He referred to the services of 
that “magnificent American,’ Herbert 
Hoover, and the audience staged a 
demonstration for Hoover. 

The local committee presented as part 
of the entertainment a picture reel 
showing much of the wild life of Louis- 
iana, especially water birds. It was a 
close up of ducks and geese that had 
the hunters in the audience tingling with 
pleasure. 


Five Year Development Campaign Has 
Met Universally Favorable Response 


W. E. Harrington, Chairman of Executive Committee, Tells 
State and National Officers Association Aims to Make Best 
Contribution Possible to American Public; Local Boards 
and Key Men Will Handle Campaigns in Each State of 


the Union 


New Orleans, Oct. 18—The universal- 
ly favorable response accorded the five 
year development campaign of the Na- 
tional Association of Insurance Agents 
means that what is proposed to be done 
will have the sympathy and assistance 
of influences necessary to success, said 
\W. Eugene Harrington, chairman of the 
executive committee to the conference of 
state and national officers today. 

It is not simply a membership drive 
but a definite five year program of the 
best contribution possible for the na- 
tional body to make to insurance, the 
American agency system and the public. 
Past and present service to agents and 
the public will attract new members and 
much of the task of increasing member- 
ship will fall upon local boards assisted 
by a nation-wide membership committee 
of one from each state to be enlisted 
for five years. 

Local boards will be formed as the 
machinery for the service and each state 
leader will be charged with keeping those 
in his state active, co-ordinating them 
with chambers of commerce and keep- 
ing them well understood and supported 
by the public. 

Key men in each state are to handle 
the public relations end and education. 
They are to maintain contact with the 
public and refute false reports and mis- 
leading statements in the press or other- 
wise. Only such members as are in line 
with the aims and principles of the Na- 
tional Association are to be kept or 
sought, said Mr. Harrington, and it is 
important that none be retained who 
might act as a drag on “our ship of 
state.” 

Agency sought 


efficiency is to be 


through the copyrighted better business 
methods committee plans for systems 
and records and increased business se- 
cured in the joint advertising copy only 
te association members. The ideal of 
complete service is presented and Na- 
tional Association assistance will go to 
individual agents, local boards and state 
organizations. 


Agents Seem Determined T-0 Oust Members 
Writing For Non-Cooperating Companies 


State Officers Give Serious Consideration to Subject; Fight 
Against Branch Offices Also Causes Much Lobby Talk; 
Vice-President R. J. Williams of Travelers Fire on the 
Scene; New York Seeking Support in Campaign Against 
Auto Clubs; Other Pre-Convention Notes 


New Orleans, La., October 18—It be- 
came evident Tuesday evening that the 
questions of eliminating agents who rep- 
resent companies not in line with Na- 
tional Association principles and the 
fight on branch offices writing fire busi- 
ness, were going to stand out in the ses- 
sions of the thirty-second annual con- 
vention of the National Association of 
Insurance Agents, which opened Wed- 
nesday morning. 

A third matter almost as much talked 
of was the insurance activities of auto- 
mobile associations now in rather ag- 
gravated form in a number of the states 
cutside of California. 

It is no secret that the branch office 
irritation centers around the Travelers 
Fire. Vice-President Robert J. Williams, 
Travelers Fire, is among those present. 
The conference of state and national as- 
sociation officers Tuesday morning is 
known to have had the subject in hand. 

Walter T. Greene, president of the 
Wisconsin Association, was asking many 
other state officers prior to the regular 
sessions how they felt in relation to 
cleaning house, and is strong in his de- 
sire to see every agent dropped from 
membership who persists in representing 
a ‘company out of line with the expressed 
principles of the national body. In a 
conference of state representatives fol- 
lowing the meeting with the national of- 
ficers Tuesday over which he presided, 
Mr. Greene kept this well to the front 
and few escaped his questioning as to 
how they stood. 








Two Prominent New York State Delegates 











EUGENE A. BEACH 
Syracuse 


J. W. ROSE 
Buffalo 


The plans of George D. Markham, St. 
Louis, to bring about a conference of 
the National Association and the Na- 
tional Board, looking to a sole agency 
rule effective January, 1928, are not 
likely to carry, even although it is evi- 
dent that. a resolution will be passed 
seeking an agreement for company co- 
operation with local boards to this end. 
Mr. Markham feels that this is not an 
effective method and holds to the idea 
that relief must come through agree- 
ment between the two national organiza- 
tions. He and other adherents think that 
it is a long way to sole agency accom- 
plishment if it must come through local 
board regulations. 

New York will ask support in its fight 
or automobile clubs writing or handling 
insurance. 

a 


Texas hopes for some light on how to 
prevent a great deal of costly and irri- 
tating direct writing by casualty com- 
panies. 

* * * 


The new Connecticut law tightening up 
agency selection was reported as a great 
advance in the matter of qualification 
and the co-operation of the Pennsylvania 
ccmmissioner in reducing the agency 
flood in that state to regular working 
representatives was the subject of con- 
gratulations. This officer has further 
shown his disposition to serve the agents 
and the business by eliminating the 
10% differential heretofore enjoyed by 
the state fund. 

Under the new qualification law in 
Massachusetts only half of 500 applica- 
tions for agency licenses this year have 
been accepted. 

pe Se ee 


Minneapolis is plagued with multi- 
plicity of agents, one company having 
more than 200. 

ee 


No change in Massachusetts compul- 
sory automobile act is likely and the 
new regulation for automobiles in New 
Hampshire is said to be making friends. 
This does not require insurance as a pre- 
requisite to driving, but if a driver has 
an accident and is not able to compen- 
sate for injuries inflicted, his license 18 
taken away. 

ee S 


Georgia agents report that every 110S- 
tile bill in the recent legislature failed 
of passage, and Kansas speaks we! of 
its new insurance code and compensation 
rating act. 

eo RS ee 


Ohio usually hoes its own row iv all 
sorts of troubles, but does see that It 
may need help in fighting a very defi- 
nite branch office trend in many of the 
larger cities. 


i il 
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Executive Committee Asks Convention 


To Act on Multiple Agency Problem 


Recognizing Varying Aspects of Question in Different Parts of 
the Country Committee Wants Constructive Course 
Adopted; Recommends That Rules of Local Boards Pre- 
vail; Meeting Sought Between Agents’ Conference Com- 
mittee and Committee of National Board of Fire Under- 
writers 


New Orleans, October 19.—At a con- 
ference Tuesday of the executive com- 


mands a different application of this 
principle, we submit that in all cases the 


ernment means endless red tape. Thou- 
sands of government employees make 
their living writing endless letters. The 
more letters, the more secure in their 
jobs. 

“Those using the mails largely for mer- 
chandise delivery rely upon insurance by 
the insurance companies. The private 


companies want as few letters as possi- 
ble. They would rather pay the loss 
promptly.” 

President Flowers said that the gov- 
ernment is dabbling into quite a number 
of lines of business. These he listed as 
shipping, printing, banking, saddlery, 
clothing, lumber and machinery. 


Agents Enjoy Trip Around New Orleans 
Harbor as Guests of Union Indemnity 


mittee of the National Association of In- 
surance Agents and state officers, a rec- 
ommendation to the convention was 
adopted relative to the so-called multi- 
ple-agency representations. This recom- 
mendation in part, follows: 


rules of the local board should prevail. 

“Therefore, be it resolved that the 
foregoing statement be transmitted to 
our conference committee with a request 
that a meeting with he conference com- 
mittee of the National Board of Fire 


Dinner at Antoine’s With Local Insurance Forces as Hosts 
Starts Off Entertainment Program; Stewart Maunsell 
Chairman of Committee; Spirited Boxing Match Put on 
for the Men; Ladies Taken on Trip Through French 
Quarter of City and to Theatres 


“Tt would seem that the time has now 
come when this Association should move 
along a constructive course looking to- 
ward a practical solution of the problem 
of multiple-agency representation. Rec- 
ognizing that varying conditions exist in 
different parts of the country which de- 


Underwriters be arranged as soon as 
practicable, looking toward a recognition 
of this principle by the companies and 
an agreement that in all cases the rules 
of local boards shall prevail as to the 
number of agencies a company may have 
in each such communities.” 


Head of New Orleans Public Service 
Raps Efficiency of Gov't. in Business 


President Herbert B. Flowers Shows That Development Work 
Done Under Private Enterprise Is Completed in Less Time 


New Orleans, October 19—The enter- 
tainment program for this convention 
was right up to the world-famous New 
Orleans standard. Stewart Maunsell, 
chairman of the Insurance Exchange 
committee, had ample support from com- 
pany officers as well as his own asso- 
ciates. 

The Union Indemnity Company estab- 
lished attractive headquarters at the Ho- 
tel Roosevelt with an orchestra in at- 
tendance. 

On Monday evening the local insur- 
ance forces were hosts at a dinner served 
at Antoine’s. 

The ladies were given a trip through 
the old French quarters on Wednesday 
morning by the New Orleans hostesses 


with a luncheon at the French restaur- 
ant, Patio Royal, and in the evening they 
were taken to the theatres. 

The men had a boxing party Wed- 
day evening which included in the sched- 
uled events a battle royal between ne- 
groes. 

The Union Indemnity was host to the 
convention members and visitors on a 
boat ride around the famous New Or- 
leans harbor. Luncheon was served on 
board, the delegates having gone direct 
to the boat after adjournment of the 
morning session of the convention. 

While on this trip the visitors were 
shown the new fire protection engine 
“Deluge” which cost the city of New 


and At Less Cost Than Government Projects; U. S. Steel 
Corporation Built City of Gary in Five Years; Government 
Already a Competitor in Several Lines 


New Orleans, Oct. 


Flowers, 


19.—Herbert B. 
president of the New Orleans 
Public Service, Inc., closed the morning 
session by discussing “The Government 
in Business.” He gave instances of pri- 
vate enterprise and efficiency as com- 
pared with government slowness and 
waste. 

“It took St. Louis twelve years to 
bridge the Mississippi River. Private 
enterprise built the longest suspension 
bridge in the world, that of Bear Moun- 
tain, in nineteen months. 

“Illinois voted $20,000,000 of bonds for 
a deep-water way in 1908. The channel 
may be ready in 1930. 

“Meantime. the United States Steel 








Corporation built a city at Gary, Indiana, 
and had it functioning in five years. 

“In Washington there are two bridges; 
both planned by the same engineer for 
construction in about a year, and each 
with an estimated cost of $1,000,000. One 
was built by private contract in less than 
a year, for less than $1,000,000. The 
other was built by the government in 
three and a half years at a cost of 
$3,250,000. 

“The national government is already in 
the insurance business,” the speaker said. 
“Washington insures’ articles sent 
through the mails, but if you try to col- 
lect from Uncle Sam you have hard work 



































Orleans $350,000. 


Use and Occupancy Risks Puzzle Agents; 


Many Criticise Co-Insurance Features 


Clyde B. Smith of Lansing Says Much Complaint Has Come 
From Clause of Policy Covering Fixed Charges and Ex- 
penses; Delegates Seek Tips on Fighting Mutual and 
Reciprocal Competition; L. C. Hillzmann Brings Up High 
Cost of 100% Clause 


New Orleans, La., October 19.—Clyde 
B. Smith, Lansing, Michigan, read a pa- 
per on use and occupancy insurance to- 
day. He closed as follows: 

“No matter what form you use ,always 
remember two things. First, every form 
has a co-insurance clause, even although 


it is disguised as a quite partial suspen- 
sion clause. Therefore do not write a 
policy for $10,000 expecting the insured 
will collect on that radio if he has a par- 
tial loss. 
“Second, do not overlook the follow- 


(Continued on page 22) 
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Frank L. Gardner Finds Agents Coming Into Their Own 


(Continued from page 8) 


assistance than any other move we have 
ever made to convince the insurance offi- 
cial who in many cases has little respect 
for the agency force, due to the fact that 
many of the agents who have been ap- 
pointed by his company are entitled to 
little respect. 


Government in Business 


_We continue to have before us each 
year much ill-considered legislation, a 
tendency toward state funds, the desire 
of certain individuals, for personal 
profit, to insure large groups on mutual 
or riciprocal plans, which in many cases 
have worked out disastrously to those 
who have been inveigled to become a 
part of the organization. The only way 
to meet these plans is by a strongly or- 
ganized campaign of education. 

This also applies to efforts being made 
to place the government in other lines 
of business, and we have indicated that 
our activities are not personal by the 
opposition to the Swing-Johnson Bill in 
Congress providing for the construction 
by the Government of a dam in Boulder 
Canyon between Arizona and Nevada. 
Incidentally it may be remarked that 
such co-operation between business, 
whenever there is a comity of interest, 
is wholesome for the country and for 
private enterprise, which is the nation’s 
foundation stone. So we say once more 
that in all activities, local agents are 
actuated essentially by motives of good 
for the business and for the public. 

It is little wonder, therefore, that their 
effort should meet with the approbation 
of company men on many occasions and 
should lead them to express themselves 
freely on the association movement and 
the work of the organized agents. Here 
is what one company man in the surety 
field said some months ago about the 


conference agreement between commit- 
tees of this association and the National 
Board: 


“These Companies without question are 
argument accepted the agreement be- 
cause they have implicit faith in the 
American Agency System... . They arc 
not afraid to trust their agents. : 
These companies have accepted their 
agents as individual business men of in- 
surance, entitled to equal rights and 
privileges with themselves.” 


Then, of course, we are all familiar 
with the feeling of a great many men 
in the company ranks, and we recall that 
a department manager of one of the 
companies made a_ statement about 
agents in an address before the Insur- 
ance Advertising Conference last April. 
This is what he said: “My only theory 
at the present time is that it pays to 
advertise the agent and not the com- 
pany. If you subscribe to the sentiment 
expressed by the National Association, 
that expirations belong to the agent, 
of what use is it to talk company to the 
public?” 


Trend of Thought 


Many quotations might be added to 
show the trend of thought of many 
company officials, but I will only take 
your time by quoting what was said 
quite recently by an executive of one 
of the largest insurance companies in 
this country in connection with the or- 
ganization of companies and what he had 
observed of some of the work of the 
agents through the National Association. 
He called attention to a striking contrast 
between the work of the agents and the 
company men which had excited his 
keenest interest. He observed that com- 
pany executives in their organizations 


were concerned about matters affecting 
their individual interest, that in their 
meetings there were conflicts, dissen- 
sions, bickerings, charges and counter- 
charges of bad faith and broken prom- 
ises, while in the organization of agents 
there was peace and harmony, and prog- 
ress and efficiency. He believed that the 
stabilizing influence of the National As- 
sociation on the business of insurance 
in this country is the one thing that pre- 
vents a chaotic condition. 

Such thoughts and expressions furnish 
much encouragement to the agents and 
those who are guiding the destinies of 
their associations. The National Asso- 
ciation has been devoted to assisting 
insurance in its public service. If we 
are sometimes charged with attempting 
to dictate to companies we may point 
to the fact that ultimately those things 
which were advocated have been fol- 
lowed in the business. In other words, 
the position of the National Association 
with respect to the activities of insurance 
organizations is what we practice as well 
as preach. 

This year has been very pleasant for 
me personally. The enthusiasm of Gene 
Harrington as chairman of the execu- 
tice committee has been infectious. His 
desire to put the office of every member 
of our Association on a paying basis has 
met with the instant appreciation of the 
great majority of our membership, and 
the plan is one of the greatest services 
which we can render. 

The membership of our executive 
committee, coming from all sections of 
the country, and being the leaders in 
these sections, have brought to us defi- 
nite ideas and a thorough appreciation 
of the needs of the men in their terri- 
tory. They have all been strong men, 
in fact many times it has been neces- 


sary at our meetings to go far into the 
night before a solution of a given prob- 
lem was arrived at, but the meetings 
have always been conducted with the 
greatest harmony; for the committee 
as a unit has simply | endeavored to carry 
on the hopes and aims of the founders 
of the’ National Association. 


Commends Fellow Officers 


Every one of these men has, during 
the year, attended several of the State 
meetings as the representative of the 
National Association. They not only 
have been good representatives but they 
have brought back into our meetings a 
broad viewpoint on account of this con- 
tact. Our good secretary, Walter H. 
Bennett, and his associates in the New 
York office have not only lived up to 
their previous reputation, but have done 
many things during the past year that 
deserve special mention. 

Where in the past, our history has 
been carried down from mouth to ear, 
now we have started a library which 
makes it possible for men who are show- 
ing interest in the organization to secure 
these booklets and, in going over them, 
find what history has shown as the fun- 
damentals and necessary rules of our 
work. 

The latest edition is “Forty Reasons 
for Local Boards,” added to those on 
the duties of National Association Vice- 
Presidents. The future will more than 
justify the efforts in this direction. You 
have also noted the improvement in the 
American Agency Bulletin, which has 
meant many hours of thought and hard 
work. This has all been in addition to 
the many calls which are always made 
on the home office, in addition to the 
care and discretion in the checking up of 
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How Kansas Added 
Nearly 100 Members 


OUTLINES MEMBERSHIP DRIVE 





C. K. Foote, Wichita, Says Most Agents 
Are Willing to Join Local Boards 
When Approached Right 





C. K. Foote, one of the leading agents 
of Wichita, Kan., gave the convention a 
description of how a state membership 
drive was conducted in Kansas recently. 
The Kansas association increased its 
membership from 187 to 278 members. 
In describing this drive Mr. Foote said 
in part: 

“The campaign naturally divides itself 
into four major divisions or activities. 
First, an itinerary must be carefully 
planned. Second, every possible means 
must be used to get the largest number 
of agents to attend a meeting in each 
town. Third, they must be told the com- 
plete story of the National Association, 
its history, its recent accomplishments 
and the important part it is playing in 
the preservation of the American Agency 
System. Fourth, a local board must be 
organized on the spot. The details nec- 
essary for the application of each of 
these four major activities, of course, may 
vary. 

Inasmuch as we have just recently 
succeeded in a very satisfactory cam- 
paign in Kansas, I can best illustrate my 
subject by giving you a brief report of 
just how we did it. 

“As soon aS we were given the exact 
dates that the National Association field 
representative would be with us, our 
state president, secretary, chairman of 
the membership committee and a few 
cthers held a meeting and decided upon 
an itinerary which included thirty-two 
towns and circled the state as much as 
possible. 

“A bulletin was then sent out to the 
entire state membership explaining the 
campaign and showing the itinerary, the 
date and exact hour of meeting in each 
town and asking those who lived in 
towns not on the route to be sure to 
attend the nearest meeting. We fol- 
lowed this up with personal letters to 
certain key men in each town explaining 
that we were depending on them to get 
together all the insurance territory to 
meet the visiting committee at the ap- 
pointed time. In nearly every case these 
key men responded perfectly and had 
everything ready. for us. 

“Four Horsemen” Hard Riders 
“Our flying squadron or, as we were 
nicknamed in Kansas, the four horsemen 
we don’t exactly like the plague, war, 
famine and death part of it, however) 
traveled by automobile. As soon as we 
arrived in a town no time was wasted 
m getting the meeting started. 

, Une of us would make a few prelim- 
mary remarks and then introduce Mr. 
Doscher, the National Association’s rep- 
resentative. He would unfold to them 
the story of the development of the Na- 
tional Association, its early history, its 
failures and successes, its steady growth, 
its remarkable achievement in finally es- 
tablishing the principle of the agent’s 
Ownership of expirations, the causes and 
Circumstances which culminated in the 
onference Agreement, the determined 
ae against the wholesale automobile 
=e scheme, its constant fight with 
oy liability insurance legisla- 
ae and finally its present determination 
c Mu before the entire agency force 
the . United States the seriousness of 
eal sanch office situation. This sort of 
a ag information coming from 
Pay 10 knew his subject well usually 
oan | its mark and sunk deep into the 
wsclousness of each individual listener. 
“ t the conclusion of this part of our 
a Ah the other members of our party 
sity a briefly the absolute neces- 
clean — organizing a local board 
wre ately; for only by this medium 
€ great principles of the American 


Agency System be properly upheld in a 
community. 

“This procedure was followed in every 
town and its success can best be judged 
by the final results obtained. Our state 
membership was increased from 187 to 
rw ag 15 new local boards were organ- 
ized. 

“In conclusion, I should like to add 
that the campaign thoroughly convinced 
the state officers that the average non- 
member insurance agent is ready and 
willing to join the organization and sup- 
port it morally and financially whenever 
he is brought face to face with the real 
accomplishments of the National Associa- 
tion through the medium of personal con- 
tact with a National Association repre- 
sentative, accompanied by a group of lo- 
cal agents whom he knows.” 





FIRE PREVENTION REPORT 





Over half of Elteiile Conustren Cham- 
bers Are Entered im _Inter- 
Chamber Fire Waste Contest 


Of the 1,063 eligible chambers of com- 
merce in the Inter-Chamber Fire Waste 
Contest 566 of them, or 53% are entered 
in the contest, according to a report of 
the fire prevention committee of the Na- 
tional Association delivered by Chairman 
W. B. Calhoun of Milwaukee, Wis., on 
Thursday morning. North and South 
Dakota are the only two states 100% of 
whose chambers are entered in the con- 
test. In the East, the percentages are 
as follows: New York, 41%; New Jer- 
sey, 48%; Connecticut, 40%; Massachu- 
setts, 35%; Pennsylvania, 35% ; Vermont, 
72%; Maine, 57%; New Hampshire, 
50%; Rhode Island, 50%, and Virginia, 
45%. .The state with the largest number 
of entries, irrespective of percentage, is 
Ohio, with 41 chambers. There are four 
states in a tie for second place with 32 
chambers each. They are New York, 
California, Illinois and Michigan. 

“Last year the fire prevention com- 
mittee adopted as a slogan for the mem- 
bers: ‘Make Every Day Fire Prevention 
and Conservation Day,’” said Mr. Cal- 
houn. “Our purpose. was to arouse them 
and all who were interested in fire pre- 
vention and conservation work to think 
of this matter, not as one for Fire Pre- 
vention Week only, but for all-the-year- 
round activity. 

“The Fire Prevention Week needs no 
praise in this report. Unfortunately, 
however, many people, when fire preven- 
tion week has been concluded, sit back 
with a ‘that’s that’ attitude, and forget 
about fire prevention again until another 
year brings another fire prevention week. 
The slogan has accomplished to some 
extent the purpose we had in mind in 
connection with it. In only a few cases 
do we find agents without the proper 
inspiration.” 





’ 

Pres. Gardner’s Report 
(Continued from page 20) 
proposed moves so essential to our wel- 

fare. 

As I previously said, it has been a 
very pleasant year for the wonderful as- 
sociations and the opportunity of making 
the friends which it brings, but at this 
time I must sy that I feel a great deal 
like the proud father who had just been 
presented with twins, which is the proper 
feeling for an officer of our organization 
going out of office. 

The strength of our organization lies 
in the fact that its officers are volunteers. 
Every.one of you must do some active 
work for the organization, otherwise you 
have brought no strength to us. 

Each and every man must do the work 
which he is called upon to do, not be- 
cause he is to get anything out of it, but 
because, as a member of the Association, 
he feels the honor that has been be- 
stowed upon him and is working his 
hardest for its success and, when his 
term is over, appreciates the opportunity 
that he has had but is mighty glad to 
step down and sit on the sidelines with 
an appreciation for the service of the 
fellows who are to come and the de- 
sire to help them where he can. 
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Bridges — you 
build them 


Rivers are necessary in this world, but 
rivers, getting in the way of man’s travels, 
had to be spanned. And so man made 
bridges. 


Fires, accidents and catastrophes may not 
be necessary, but nevertheless they occur 
and probably always will. They are rivers 
of loss than cannot be stopped. 


Bridges across these rivers are being built 
daily—not by workers in steel, but by 
insurance agents. You are building a bridge 
for someone every time you write a policy. 
He may never need to cross it, but if the 
loss comes, it is there for him to pass over 
to financial safety. 


These bridges must be strong enough to 
bear the weight. That strength is supplied 
by the Company you represent. Agents of 
The City of New York Insurance Company 
have the assurance of dependability of their 
Company. They know that the bridges 
which they build will be able to withstand 
even a flood of insurable misfortune. Their 
bridges are sure to be strong. 


CITY of NEW YORK 
INSURANCE COMPANY 


59 MAIDEN LANE, NEW YORK CITY 
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Use and Occupancy Risks Puzzle Agents; Hobbins Abandons Auto For Rail Route; = 
Many Criticise Co-Insurance Features Florida Storms Keep Hainlin on Phone Re 


(Continued from Page 19) 


ine clause ‘To the extent only that such the New England mutuals have entered Sage of Madison, Wis.. Brings Wife and Baby to New Orleans; 
fixed charges and expenses would have Caan. . Mrs. Bennett, Wife of National Ass’n. Secretary, Attends B Co 
been earned had no fire occurred” This L. C. Hillzmann of Milwaukee brought First Convention Since Injury; H. H. Thornton, Pensa. 


ip the following troubles for agents writ- ° ° ° 
ee eee cola, Vies With Spencer Welton and Victor Barry as Con. 
ing use and occupancy insurance. 


sio ‘ Nl th t of the form. 4 : Be . - ae 
a thes's wipes : “The main difficulty with the present ventson Specialist 
“While I have my own ideas on the 


‘ : : use and occupancy insurance form as New Orleans, La., Oct. 17—Reports of practicing on putting the young hopeful 
matter I believe that I am in the mir recommended by the insurance on all net 
nority. Therefore I — not going hens profits and all expenses which includes : “a ; 
express any opinion hoping in the A ceed eli change. When the 100% took cane of ~ joy out > life for thaniaats. wike of The Rata Ase 
cussion to follow all angles will be cause is attached to the form a penalty Orlo Hainlin, president of Florida State tion secretary, since she was so badly 
brought out.” charge of 35% is added to the rate for Association, and cost him a lot of tele- burned some time ago. ae 

Mr. Smith said that the first use and the use of this form. phone tolls to keep in close touch with H. H. Thornion, Pensacola veteran, The 


oO ‘ > icv i is , as - . : ° ° ° ° : ° : 
ccupancy policy in this country w My contention is that this practically his office in Miami. contends that storms do no damage in Le 
written by the Springfield Fire & Ma- 


has caused more complaint and discus- 




































































a storm on the east coast of Florida bed. | ‘ Ne 
This is the first convention for Mrs. gion; 
pass 


abou 


ea > , 7 . e . ° . a i ‘ 

- makes a manufacturer carry 140% in- J. N. Dick Hobbins, Madison, Wis., Florida and presents the figures to ws 
rine. surance to value at a rate of 135%, in | - ; prove it. He runs over the country so IM tion; 
ian iki ts a ee ee a ; . : who usually drives to the convention no he teeeeven, Mint otek 08: h 2 
The discussion showed that there 1s a this case estimating the common labor i ; much, however, that a lot of things hap- MH at S 
great difference of opinion relative touse as amounting to approximately 40%. matter where held, by way of California pen in the state that he does not hear 
and occupancy insurance. Many ques- and Arizona, disdained motor and dis- about. This summer he has been in 50 has | 
tions were asked, especially about how tance this year and brought his wife and many summer resorts and attended so ciati 
to fight the mutuals and reciprocals for baby by direct rail route. When missed many conventions he is almost a “A 
this business. in the lobby it is a safe bet that he is stranger in his home town. 


ment 

“However, in paying under a loss the 
ccmpanies would only pay such fixed 
charges and expenses as would neces- 
sarily occur. This is inequitable, as it deals 
It was the consensus of opinion that seems that either one charge should be comt 


agents should not sell both stock and made, but not both. Convention Neate: it eenities @ te Reed ae 
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mutual insurance in the same office. “In these hand-to-mouth buying days sotiation on had ase Geetee ee 
If an agent is a stock company man it jt js pretty hard for most manufacturers Paul B. Gaylord of Denver, who-has pam of St. Louis; Jeon 4. Calee, Se a 
would weaken his position if he sold any to anticipate the future and they would missed only one of the National Asso- wich, Conn.; Frank R. Bell, Charleston Asso 
kind of mutual insurance. be willing to write the co-insurance form lations conventions, was among — the W. Va., and Cliff C. Jones, Kansas City. — 
One of the speakers said that the New at an increase in rate, providing they first to arrive here. He is still writing +e ey % cal s 
England Mutual which formerly wrote could cover profits and such fixed insurance after forty-five years as an As state host, President George A. =" 
about 90% of the special risks in New charges and expenses as they would want gent. Petrie of the Louisiana Assocaition ws 
England now writes only about half of to insure, and not including premium on 2 ela pt a very busy man. The only fellow in mang 
them, adn that has resulted in their run- insurance to cover common labor which Eugene A. Beach, Syracuse, and some his class for speed was John X. Weg- ciple, 
ning about the country in extension of they would discharge in the event of a others of the New York state delegation, mann, chairman of the New Orleans the T 
their operatios. He said that recently fire.” arrived here twelve hours late. Exchange. - 
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Resolutions Ask That Local Boards 
Settle Multiple Agency Difficulties 





Conference Sought With National Board Committee So That 
Local Board Principle Will Be Recognized; Newspaper 
Advertising Campaign Endorsed; Membership Campaign 
Approved; Commissioners Praised for Aiding Agent’s 
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fal Qualification Drives 

New Orleans, October 21—The Na- 
Mrs, tional Association of Insurance Agents 
cia: MH passed among other resolutions one 
adly H about advertising and publicity which 

may improve public relations here today. 
eran, # The resolutions follow: 
ein Local Boards and Multiple Agencies 
Sto “At the mid-year meeting of the Na- 
‘Y SOf® tional Association of Insurance Agents 
hap- # at Savannah, February 11, 1925, a state- 
hear ment of principles was set forth which 
in 80 has now been adopted by all state asso- 
d s0 M ciations, 
st a “Among these principles is one which 

deals with the multiple agency problem 
——- HH committing the Association to limited 
1 As fe gency representation of the same com- 
Mark: Me P@ny in the same territory. 
wet “The time has now come when this 
til Association should move along a con- 
- City structive course looking toward a practi- 

“cal solution of the problem. Recogniz- 

a ing that varying conditions exist in dif- 
rs ee ierent parts of the country which de- 
wo mand a different application of this prin- 
We ciple, we submit that in all such cases 

the rules of the local board should pre- 
)rleans ; 

vail. 

“We recommend that the foregoing 
waa © statement be transmitted to our confer- 
—— fence committee with a request that a 

meeting with the conference committee 
of the National Board of Fire Under- 
writers be arranged as soon as practic- 
able, looking toward a recognition of this 
principle by the companies and an agree- 
ment that in all cases the rules of local 
boards or associations shall prevail as 
tc the number of agencies a company 
may have in each such community. 
Urge Advertising Campaign 

“This convention endorses and recom- 

mends to its entire membership consist- 

ing of 10,000 agencies embracing ap- 
proximately 40,000 fire, casualty and 
surety producers, the use of the news- 

Faper advertising and publicity cam- 

paign laid out by the national executive 

committee. 

“We believe this to be the best me- 

lium for a fine service of salesmanship. 

The tying up of group advertising to 

he co-operative work of the National 

Association of Insurance Agents is a 

joint movement of great value to the 

business of insurance. 
Agents’ Qualifications 

“Abundant evidence brought before 

his convention of the progress in vari- 

Us states of the National Association’s 

ampaign towards securing qualified 

resents is a most encouraging sign of 
he times. 

“The attention given to the subject by 

he insurance commissioners’ conven- 

‘on during their sessions last month 

Mdicates that the movement is receiving 

ubstantial support from the state su- 
——— Rising officials. 











“This sympathetic co-operation leads 
Sto believe that the ideal of universal 





qualified agency service may soon be 
realized. 
Accident and Fire Prevention 

“Believing accident prevention to be 
a sound remedial and business measure 
as well as the fulfillment of a moral 
obligation, this Association pledges its 
active support to accident and fire pre- 
vention to the adoption of safety educa- 
tion of all school authorities and to the 
spread of general knowledge and appli- 
cation and fire preventoin means and 
methods. 


Five Year Membership Campaign 

“This convention, recognizing the 
benefits to be derived from the five year 
development campaign of the National 
Association of Insurance Agents pre- 
sented by the executive committee, en- 
dorses and approves this general move- 
ment to advance the interest of agents 
and to promote the good of insurance. 
The plan should be supported whole- 
heartedly by the entire membership.” 

Laudatory Resolutions 

Three other motions were adopted by 
the convention as follows: 

“The New Orleans Insurance Ex- 
change, its officers and committees have 
given every assistance it was possible to 
render for the success of our annual 
convention. The entertainment provided 
by our hosts has been unexcelled. 

“The presentation to the National As- 
sociation of the flag of our country at 
the opening session was a thoughtful, pa- 
triotic act that- will always remind us 
of our enjoyable stay here and inspire 


us in our deliberations at all future 
meetings. 

“We desire to express our deep grati- 
tude and warm appreciation for the 
splendid co-operation and hostipality of 
the New Orleans agents that has made 
this an outstanding and successful con- 
vention. 

“We wish to express our thanks to the 
Union Indemnity Co. of New Orleans 
and its officers for their warm reception 
of the members of our Association at 
this convention, and for the delightful 
hospitality we have enjoyed through 
their courtesy. 

“Floods in the Mississippi Valley have 
caused there an economic loss to the na- 


tion. The resulting problem appears to 
the National Association of Insurance 
Agents as one of national importance. 

“Therefore, add our request to 
those already made that the President 
and Congress of the United States 
speedily undertake and carry out effec- 
tive measures for permanent flood con- 
trol of the and its 
tributaries. 

“And be it resolved that the Federal 


we 


Mississippi River 


government should hereafter pay the 
cost of constructing and maintaining 


work necessary to control floods of the 
lower Mississippi River and that the 
government should thereafter pay the 
sibility.” 


Premiums on Massachusetts Compulsory 
Auto Insurance Yield Small Profits 


Edwin J. Cole of Fall River Tells of Large Boston Agency Writ- 
ing $160,000 in Premium Income and Realizing a Profit 
Of Only $500; Law is Apparently Satisfactory to Public 
and Appears to Be Reducing Accidents; New York State 
Gathering Data on Whole Subject 


New Orleans, Oct. 21—During the dis- 
cussion today of compulsory automobile 
insurance in Massachusetts most of 
which was to the effect that the law has 
not been operating long enough to tell 
whether it is a success or not the situa- 
tion relative to the earning power of the 
producers came up for review when Ed- 
win J. Cole of Fall River took the floor. 


He said that the law is apparently 
working satisfactorily with the public 
and in reducing the number of accidents 
but that the situation is discouraging as 
far as the agents are concerned. 

General agents get 1714% commission. 
Mr. Cole told of one general agency in 
Boston with a premium income of $160,- 
000 up to September 1 which made a 
profit on its automobile business of less 
than $500 to divide among five partners. 

F. J. Noxsell of the New York State 








Two Casualty Company Representatives 











SPENCER WELTON 





‘ 
GEORGE R. FULTON 


Association said that that association 
had oppointed a committee to consider 
the subject of compulsory automobile in- 
surance and would gather all the infor- 
mation on the subject that it could to 
present to the legislature if necessary. 

One of the agents said that the new 
Massachusetts law has succeeded in 
scrapping a number of old cars which 
were almost valueless but which had been 
running around the road colliding with 
higher priced cars. 





Convention Notes 


Percy Goodwin, San Diego, and Matt 
Mancha, Los Angeles, were among the 
long-distance travelers who arrived at 
New Orleans early. 

+ a 4 


Charles I. Lunsford of Roanoke, Va., 
has Mrs. Lunsford at the convention 
with him for the first time. 





Gen’! Agents’ Meeting 
(Continued from page 5) 
gomery is chairman of 

committee. 


the executive 


Mr. Stebbins contended that the gen- 
eral agency plan is best for companies 
kecause that depending on their contin- 
gent commissions, general agents keep 
down losses, and being responsible for 
collections, keep balances paid up. 

He also believes that underwriting is 
improved by the knowledge of condi- 
tions possible only to men on the ground. 

To local agents there is prompt loss 
service, quick decisions on risks because 
of familiarity with conditions, less corre- 
spondence and fewer cancellations. Every 
local agent has the facilities of the en- 
tire fleet of his general agent which is 
a tremendous’ advantage. General 
agents, knowing peculiar situations, can 
cover for local agents risks prohibited 
in company rules and protect companies 
from bad risks where, without intimate 
knowledge, their rules 
cover. 


might permit 
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Vigorous Cheers for Travelers Fire; 


Others Companies Called Worse Offenders 


Giberson Calls Upon Convention to Express Its Feelings for 
Fire Company by “‘Yelling Heads Off”; Several Delegates 
Praised Company That Had Been Previously Subject of 


Widespread Criticism 


New Orleans, Oct. 21—J. A. Giberson, 
of Alton, IIL, arose at noon and _ said 
that he thought the convention had 
muffed the ball when it let The Travel- 
ers Fire compromise go through with- 
out comment about The Travelers. 

He said that he wanted the conven- 
tion to express its appreciation of what 
The Travelers had done. 
to yell your heads off.” 


“T want you 








Frisco Meeting 
Delegates 
Hold Reunion 


New Orleans, Oct. 21—The following 
who attended the National Association’s 
convention in San Francisco in 1921 were 
at breakfast Friday morning: 
Mrs. James L. Case, Norwich, Conn.; 
Charles B. H. Loventhal, Nashville, 
Tenn.; Mr. and Mrs. C. W. Thorning, 
Huntington, W. Va.; John F. and Miss 
Clara Schneider, Milwaukee, Wis.; Mrs. 
Joseph S. Schweer, Cincinnati, Ohio; 
Cliff C. Jones, Kansas City, Mo.; Harry 
Cleveland, Ohio, and 
Mrs. H. Bodenheimer, Shreveport, La.; 
Clyde B. and Mrs. Smith, Lansing, 
Mich.; J. H. Bodenheimer, New Orleans, 
La.; Walter T. Greene, Milwaukee, Wis.; 
Charles G. Blakely, Topeka, Kan., and 
H. H. Thornton, Pensacola, Fla. 

Mr. Case presided at the breakfast 
and read the list of those 
the 1921 trip and expressed regret for 


Mr. and 


hk. Manchester, 


present on 


those who were not able to be here at 
this time. 





Insurance Field 
Gets Out Daily 
Convention Paper 


New Orleans, Oct. 21—The Insurance 
Field is getting out a daily paper on the 
convention as usual and the report is be- 
ing written by Thomas R. Weddell. Mr. 
Weddell 


rassed because the printed program has 


has been somewhat embar- 
been changed several times with the re- 
sult that he printed a couple of papers 
in advance of their delivery. 

One of these was the casualty develop- 
ment address of Ben L. Agler, Youngs- 
town, 0., who apologized to the conven- 
tion this morning for reading what he 
termed old stuff, saying that he had not 
had time to prepare a new paper. Mr. 
Weddell said he would forgive him. 


Gold Mesh Bag 
Presented to 
Mrs. Harrington 


Mrs. W. Eugene Harrington, wife of 
the new president of the National As- 
sociation of Insurance Agents, is in Eu- 
rope, and the convention gave her hus- 
band a gold mesh bag to present to her 
on her return. 





The convention did as he requested. 

He then said that he did not think 
that the National Association should 
single out individual companies for at- 
tack but should confine its fights to 
principle. He said that there had been 
other companies who had been much 
more in violation of National Associa- 
tion principles than was The Travelers. 
Several others praised The Travelers. 


Would Not 
Use Specials 
To Help Sales 


New Orleans, Oct. 20.—Albert Manard, 
of Macon, Ga., president of the Georgia 
Association, led a discussion on relations 
between special agents and local agents. 

He said, “‘Do not use company’s spe- 
cial agents in personal soliciting of busi- 
ness. While it will add to your premium 
income temporarily if you do, you are 
undermining the ownership of your ex- 
pirations.” 

He did not deprecate visits of special 
agents, but he thought their help should 
be largely educational. The company 
men can help in working out details of 
sidelines and if they do not write the 
cover themselves the specials will tell 
agents where they can place the cover. 
The specials can assist agents in pre- 
senting complex and interesting insur- 
ance cases. 


Gardner K. 0O.’s 
Maunsell 
In First Round 


New Orleans, Oct. 20.—At the amus- 

ing battle royal put on last night at an 
athletic club for the convention, there 
was a preliminary bout which brought 
down the house. 
’ Steward Maunsell, chairman of the en- 
tertainment committee introduced Bat- 
tling Bennett and Whirlwind Gardner, 
who turned out to be Walter H. Bennett 
and Frank L. Gardner. Both squared 
off and Gardner suddenly turned and be- 
gan swinging at Maunsell. The latter 
finally fell to the floor and was counted 
out. Then both fighters were presented 
with a set of toy boxing gloves. 


J. W. Rose Tells 
Of N. Y. Regional 
Meetings 


New Orleans, Oct. 20.—President J. W. 
Rose of the New York Association re7d 
a report on the value of regional meet- 
ings. No state has held more of them 
than has New York, and the meetings 
in New York City where casualty and 
other problems were threshed out with 
agents of Long Island and Westchester 
County who ordinarily do not go to 
state association meetings were re- 
viewed. 








Local Agency Advertising So Interesting 
Special Evening Group Session is Held 


W. W. Darrow, Advertising’ Manager of the Home, Who Was 
In Chair, Thinks Properly Worded Ads May Be Used ir 
a Town Following a Catastrophe; W. W. Ellis of the 
National Board, Says Advertising Can Well Be Educational 
and Create Good Will As Well As Being Strictly For Sales 


Purposes 

New Orleans, La., October 19.—So 
much interest is being taken in the sub- 
ject of advertising of insurance agencies 
that a group meeting to discuss the sub- 
ject was held from 6 o’clock until 7 
o'clock in one of the rooms of the Hotel 
Roosevelt. W. W. Darrow, advertising 
manager of the Home of New York and 
associated companies, was in the chair 
and Warren W. Ellis of the National 
Board of Fire Underwriters and former 
advertising manager of the Commercial 
Union was at hand so that the agents 
could have the benefit of the expert ad- 
vice of each. 

The discussion brought out a number 
of unusually interesting points, espe- 
cially whether there should be group ad- 
vertising in a town following a catastro- 
phe in which agents should ask the pub- 
lic to buy insurance to guard against 
similar loss in the future. 

A couple of agents thought this. was 
poor ethics and irritating to the catas- 
trophe victims and finally Chairman Dar- 
row was asked his opinion. He thought 
that there was nothing wrong in the. idea 
of such an advertisement, but declared 
that it should be carefully worded, be- 
ginning with a sympathetic note. A good 
copy writer could compose ‘such an ad- 
vertisement without jarring anyone’s 
sensibilities. 


Ads to Combat Compulsory Insurance 


Another interesting point brought up 
in the hour’s discussion was that intelli- 
gent copy will convince the community 
that compulsory automobile insurance 
with its dependence for performance up- 
on the peculiar political structure of 
America will not perform as well for the 
public as insurance in private companies. 

The chief point made here was that 
the American public is fair, wants to 
know both sides of a question, and will 
give a hearing, making up its own mind 
in the end. 

Some of those present had the idea 
that all newspaper ads should be straight 
sales ads, and while Henry G. McMillan, 
of Knoxville, Tenn., h»>s had much suc- 
ecss with ads of that kind, it was illus- 
trated by scme of the speakers, partic- 
ularly by Mr. Ellis and by the secretary 
of one of the Indiana local beards thit 
advertising can be educ*tional, can cve*te 
good will, can add to th> p-estige of the 


insurance community, can keep insurance , 


constantly before the minds cf the public 
and can score other acccmplishments, all 
of which lead to indirect selling :s well 
as make the insurance business strcnger 
ir the community. 

The old question of direct mail versus 
newspaper advertising came up and J. 
A. Giberson, Altcn, Ill., who is a strong 
advocate of direct mail, did not think 
newspaper advertising reached enough 
people, although he admitted that he oc- 


casionally used the newspapers when he 
had anything definite to put before the 
public of Alton. 

Mr. McMillan, whose talk was unusv- 
ally effective, said that he was born on 
a farm, and he wanted to use an analogy 
that he thought correctly described the 
advertising situation. He said: “Ad- 
vertising is to commercial life what fer- 
tilizer is to the soil.” 

He said that agents must avoid mo- 
nctony and he suggested that in addi- 
tion to diversified copy agents should use 
a slogan, that slogans could put over a 
sales or prestige idea in a handful of 
words. 


Umbrella As Full Cover Idea 


Concluding his remarks he told of a 
page ad in a Knoxville paper signed by 
the agents of the city in which an un- 
brella was used to put over the idea of 
full cover. Four or five additional orders 
were received unsolicited by the agents 
from manufacturers and others impress- 
ed by the ads. In fact, these orders 
more than paid the cost for the entire 
series of ads. 

The question of blotters and_ other 
supplies also came up, and when Mr. 
Darrow was asked the direct question 
as to why fire companies were a little 
cold when asked by agents to defray the 
cost of printing some original idea of 
advertising, he said that blotters gener- 
ally come under the heading of supplies 
in consideration of the subject at the 
head office of a fire company. 





Convention Notes 

W. M. McCrory, Florida general agent 
for the Standard Accident of Detroit, 
and a string of fire companies, came if 
Wednesday so that he might shake 
hands with a lot of his local agents be 
fore the general agents’ 
claimed him Friday. 

In his headquarters that include a 
most a whole floor of the new [ennetl 
National Bank Building, Jacks nvillé 
Mac has one of the handsome:t pt 
vate offices of any insurance man in the 
South. 


convention 


* ok Ok 
Paul Gaylord of Denver is go n 
via Michigan to vicit an eun‘ 
past ninety. The family is lik 
no joy to underta'sers and hardiy aM 


profit to doctors and druggists. 
* * & 


This is the first convention that Yort 
E. Allison, Jr., managing editor 0! “The 
Insurance Field,” has missed in scm 
time. 


here 


\ho’s 


that, 


* * * 


Former President James 1.. Case © 
Norwich, Conn., will return by way © 
Chicago where he will attend a met 
ing of one of the national bodies of th 
¥ ee GAs 
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“Educate Adults In 
Safety,” Urges DeBlois 


PUTS PROBLEM UP TO AGENTS 





Says That They Should Be the Real 
Leaders in Promoting Accident 
Prevention 





Lewis A. DeBlois, director, safety en- 
gineering division, National Bureau of 
Casualty & Surety Underwriters, fol- 
lowed up his successful talk before the 
casualty-surety conventions at White 
Sulphur Springs by putting the accident 
prevention problem squarely up to the 
local agents this week at their big New 
Orleans meeting. He said that the safe- 
ty movements affect only large plants; 
elsewhere it is present in name, but not 
in spirit, or not present at all. In his 
opinion a few safety devices and a paper 
organization did not constitute a safety 
movement if the will to win over acci- 
dents was lacking. 

Continuing he said: “New York 
State experience shows the small risk 
to have twice the loss ratio of the large 
risk. We call it the ‘small risk prob- 
lem’ and it is a very real problem, for 
in New York State 96% of the factories 
and shops employ less than 100 persons, 
although those so employed represent 
41% of the total employment of the 
state. Conditions are probably much 
the same throughout the country. 


Results in Clarke Thread Co. 


“The largest plants have wrought 
miracles of accident reduction. I will 
quote only one example of the many 
which confirm our belief in the efficacy 
of the safety movement—the Clarke 
Thread Co., of Newark, N. J. It em- 
ploys between 4,000 and 5,000 persons. 
They reduced the injury frequency rate 
of their plant as follows: 


BOBM oat Aecanaeieitiern wer 18.3 
Weaaw seas eammage sae 12.6 
EO AG erosa shay cq seater esta 18/85. <8 3.0 
NOUS S ditek si cave ware csle ators 1.8 
WAS eisai. cioecank eux 0.4 


They then made a record of 268 con- 
secutive days without a lost-time injury. 
Bear in mind that these are not com- 
pensable accident cases, but lost-time in- 
juries. Such a record illustrates what 
is being done in large plants—what can 
be done in any plant, large or small. It 
Proves that industrial accidents do not 
happen’ but are caused, and that they 
can practically be eliminated. If we will 
look the matter squarely in the face, we 
shall see these ‘accidents’ in the new 
light as homicides—the unnecessary and 
reprehensible killing of human beings.” 


An Individual Responsibility 


Launching into the question of how 
the individual can prevent accidents, Mr. 
DeBlois intimated that it largely de- 
pended upon his frame of mind. “Ad- 
mitting that accidents cause loss, suffer- 
ing, sorrow, or, at the least, unwelcome 
Interruptions to set purposes,” he de- 
clared, “the belief comes to the indi- 
Vidual that they somehow ought to be 
Prevenied. The next stage is reached 
when the individual realizes that it is ac- 
tually within his power to prevent them, 
and that by so doing he will live a 
larger, happier and more _ prosperous 
life. These stages constitute safety edu- 
cation. When the individual applies this 
education to the conduct of his life, ac- 
‘ident prevention begins. 

Teach this sort of safety to the plant 
eer.” he urged. “Sell him and keep 
im soll—and the matters of safety or- 
8anization and physical improveemnts 
by take care of themselves. Sell it to 
i automobile driver and he will make 
pei mself a better and better risk— 
nt in this direction, I firmly believe, 
ek the only real solution of the motor 
hia accident problem. Sell it to your 
Von, and they will sell it back to 
you with accrued dividends.” 


Adult Education the Big Problem 


a DeBlois is not worried about the 
Omotion of safety education in the 


schools as it is being very adequately 
taken care of by the National Bureau 
through the education division of the 
National Safety Council. But he does 
see a big, unsolved problem in the field 
of adult safety education. Urging the 
local agents to be the leaders in this 
new thought, he concluded: 

“T am told that there are over 100,000 
agents, but I am also told that they have 
so far exhibited but little interest in 
safety. Think what 100,000 men could 
do in molding public opinion if they put 
their hearts and minds into it! Think 
of the thousands of lives saved, the days 
of suffering averted, the careers kept 
from ruin, the millions of economic gain 
te the nation! 

“Tt seems to me that the time has 
come for taking hold. Here is some- 
thing under way which you as insurance 
men cannot afford to ignore and not 
take active part in. It is the rebirth of 
the safety movement when it emerges 
freed of the trumpery and jest that 
marked the old movement and made it 
repugnant to many thinking men.” 





Darrow on Advertising 
(Continued from page 13) 


letters, monthly mailing blotters, cards 
and sales organs. But direct mail must 
be used intelligently in order to obtain 
results. That is to say, a hastily pre- 
pared letter or folder sent to a non-de- 
script list cannot be expected to produce 
returns. 

“But a series of carefully planned di- 
rect mail pieces sent out to a selected 
list at predetermined intervals and when- 
ever possible planned to include a per- 
sonal follow-up can and does create 
business. 

“The question of the form and plan 
of a direct mail campaign for agency 
use would, I am sure, bring forth valu- 
able information in discussion here. 


Other Forms of Advertising 


“There are other advertising media 
available to agency use. More ground 
floor locations call for consideration of 
window display material. An attractive 
window kept alive by frequent changes, 
creates more than passing interest. It 
is constantly saying, ‘Look at me, I’m 
advertising a live insurance agency.’ 

“Novelties for special occasions and 
seasons often fit well into an agency’s 
advertising plans. 

“In summing up we might conclude 
that 

“Newspaper advertising can be used to 
advantage for 

“a—Broadcasting a general insurance 
message. 


“b—For co-operative or group’ ad-— 


vertising. 

“c—For special advertising following 
fires, accidents or other catastrophies. 
“Direct mail advertising— 

“a—To be effective must be planned 
and then used consistently. 

“b—A larger percentage of returns 
can be exvected where it is possible to 

personally follow up mailing. 

“c—The mailing list is all important. 
“Other forms of advertising— 

“a—Window displays—help create 
good impression for agency—Good re- 
minders for seasonal forms of insur- 
ance. 

“b—Novelties and souvenirs—useful 
on special occasions—county fairs— 
opening of school—Business exposi- 
tions.” 





TRAVELERS FIRE BIRTHDAY 

October 7 marked the third anniver- 
sary of the announcement that the Trav- 
elers of Hartford would round out its 
multiple-line services by forming a fire 
company, the Travelers Fire. From 
eighty-seventh place in 1925 the Trav- 
elers Fire rose in 1926 to twenty-eighth 
place among the fire insurance compa- 
nies of the country. The number of 
agents connected with the company at 
the end of its first year was 1,870; there 
are now 5,592. 


De Van Sees Suretyship 
Asa Neglected Field 


OFTEN CONFUSED BY PUBLIC 





Advises Agents to Study the Business 
Thoroughly if They Want to Be 
Successful in Selling It 





R. P. DeVan, of Charleston, W. Va.. 
a member of the executive committee of 
the National Association, in his talk 
Thursday morning said that the surety 
business presented a broad field for de- 
velopment but unfortunatelv it had been 
greatly neglected by a number of agents 
through their failure to study properly 
its many opportunities. After describing 
the various forms of bonds, he declared 
that suretyship had been often confused 
in the public’s mind through its compar- 
ison with other forms of insurance. 

“Many people feel,” said Mr. De Van, 
“because a premium is to be paid, thit 
any and all forms of bonds should be 
executed, irrespective of financial respon- 
sibility or the number of peculiar con- 
ditions incurred in various agreements. 
Therefore, it is often necessary to dif- 
ferentiate between this form of insurance 
and that of other lines which buy a defi- 
nite amount of indemnity in considera- 
tion of a certain premium. 

How Surety Companies Operate 

He added: “Surety companies are or- 
ganized on strong financial plans and 
offer their service or bonds as surety for 
a certain consideration or premium. Thev 
are, therefore, selling the service of 
surety, which must be of such unques- 
tioned sound financial strength to be ac- 
ceptable to the various obligees involved 
under the different forms of bonds. For 
this service they charge a premium at 
various rates, in most cases uniform with 
all companies. 

“Each and every principal under a 
bond becomes an indemnitor to the sure- 
ty company. If a loss is paid under the 
bond, the right of recovery is acknowl- 
edged by the principal in signing the 
application of indemnity. This, there- 
fore, differs from other forms of insur- 
ance in that recovery can be made from 
the principal, whereas in other forms of 
insurance losses are paid without any 
indemnity or right of recovery from the 
principal.” : 

Urges Cultivation of Contractors 


It was Mr. De Van’s thought that an 
agent could do nothing better than to 
study suretyship thoroughly if he wants 
to be successful in: selling the various 
bonds. He pointed out that the more an 
agent knows about bonding and the care- 
ful and intelligent underwriting of the 
various risks, the greater will be the au- 
thority given him by his comnanv. Be- 
cause of the lack of proper studv, he said, 
many agents have very limited authori- 
ties. under their bond contrects and in 
consequence do not develop this business. 
Most of the business they get has to be 
submitted to their companies first before 
they are able to sign a bond and this 
discourages them from active solicitation. 

Mr. De Van closed his talk with the 
suggestion that in the development of 
contract business an agent should culti- 
vate the acquaintance of all his local 
contractors, keep them posted on all new 
work to be performed and. by prelimin- 
ary work in obtaining their financial 
statements, he would be in a position to 


render prompt service on their bonds . 


when required. His talk was followed 
by a discussion of the various classifica- 
tions of bonds. 





TALKS ON AUTO CLUBS 


They Have Excellent Functions to 
Perform, But Should Be Kept Out of 
Insurance, Says J. A. Giberson 
Suggestions to agents that they watch 
local automobile clubs with the idea of 
stopping movements to make the clubs 
a seller of insurance and competitor of 
individual commercial enterprises were 
given at the convention this week by 








R. P..DeVAN 


J. A. Giberson of Alton, Ill. 
son said in part: 

“An automobile club should first be in- 
terested in roads and streets, in the mak- 
ing, maintaining and marking. Laws— 
everything relating to the ownership and 
the operating of automobiles. Service— 
emergency roadside service by estab- 
lished garages to be paid for by the 
club. This includes bond and legal ser- 
vice in connection with improper arrests. 
These three subjects have many subdi- 
visions and in all departments contain 
enough work to keep all the willing 
workers busy. 

“Please notice that insurance is not 
listed above. It is not a proper func- 
tion of a club because there are in every 
city many established agencies to render 
insurance service—including sound stock 
companies, mutuals or reciprocals, ac- 
cording to the’ desire of the owner. So 
a club engaging in the insurance busi- 
ness first of all enters a commercial ac- 
tivity in competition with the citizens 
of the community. 

“Organize your club so that the direc- 
tors run the club—not the hired secre- 
tary-manager. One or more insurance 
men should be on the board. 

“If the subject is brought up at the 
meeting, suggest that a garage be 
opened to sell gasoline, tires and other 
accessories, and even suggest the agency 
of some make of automobile. Your mem- 
bers spend much more money for these 
things than they do for insurance. As 
soon as you start in other lines of ac- 
tivity you enroll the opposition of other 
directors because you get into their lines 
of business. But of course the club 
should not do these things, and they 
very easily see the folly of the insurance 
idea.” 


Mr. Giber- 





NO GRIEVANCES REPORTED 

R. P. DeVan, reporting to the conven- 
tion Wednesday afternoon as chairman 
of the grievance committee, said that the 
committee had had to handle few com- 


‘plaints as most of them were referred 


and settled by local boards and state 
associations. He believes that the con- 
ference agreement between the compa- 
nies and agents has been the means of 
freater co-operation on the part of both 
agents and companies in settling agency 
problems. None of the complaints re- 
ceived was of sufficient importance to 
be reported upon in detail. 





J. R. WATSON WITH NORTHERN 

J. Reyburn Watson has been appointed 
Kentucky special agent for the North- 
ern Assurance and the London & Scot- 
tish. Mr. Watson resigned on October 
15 as fieldman for Kentucky for the 
Fire Association. He will continue to 


make his headquarters in Louisville. 
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The Street Address Is Different 
But the Sentiments Are Unchanged 


At your Convention last year I renewed my assurance of confidence in your Association and emphasized my desire to 


cooperate. 


This year, the only difference is that, as head of a multiple line Company, I can do more things for a greater number of 


good agents. 


_ Here are excerpts from just a few of the hundreds of letters recently written by our Agents, telling us what they think 
of our service to them. The letters run from a half page to three pages in length, but we quote only a few words from 


each. 


For obvious reasons, we have not given names and addresses, but the originals of the letters are on file at our Office and 
open to the inspection of anyone who has a legitimate reason for seeing them. 
So far in 1927, 729 new Agents have joined our family. Maybe you would find it pleasant and profitable to be with us too, 
but whoever you represent, I hope the year to come will be filled with happiness and prosperity for each of you, and bring 
greater prestige than ever to the National Association— 


(1) Your administrative staff cannot be ex- 
celled, for you have genuine business men 
who embody admirable personal contact. 


(2) Thoroughly satisfied. Greatly admire 


your sales initiative and real service to Agents. 


(3) Have been dealing with Bonding Com- 
panies for ten years, and find it relief to deal 
with one which renders “personal touch” 
service. 

(4) The Agent would have to be blind in- 
deed if he did not sense feeling of service 
and enthusiasm existing in the very letters of 
the Company. 

(5) As one of your enthusiastic Agents, I 
want to tell you how well satisfied we are 
with your Company. 

(6) Have been satisfied and happy with ser- 
vice and co-operation rendered at all times 
by your organization. 

(7) I always feel sure, in soliciting business, 
that whatever your Company promises to do 
will be done both in the letter and in the 
spirit. 

(8) Company has made great advancement 
in service given to Agents. 

(9) More than pleased with wonderful co- 
operation given our Agency. 

(10) You have satisfied us in every line. 

(11) We very much appreciate your 
assistance. 

(12) All business placed with you has been 
handled most satisfactorily. 

(13) Your service is all we could ask. 

(14) Glad to inform you of my satisfaction 
with everything. 

(15) Home Office has done everything pos- 
sible to co-operate with the field. 

(16) Much pleased and satisfied with the 
service received from your Company and its 
Officers. 

(17) Congratulate you upon the splendid 
personnel with which you are surrounded. 

(18) Completely satisfied with the service 
accorded us. i 

(19) Pleasure to deal with a Company which 
has Agents’ interests first in mind. Nothing 
but praise to give you. 


SPENCER WELTON 








(20) Am convinced no other Company can 
give so great satisfaction along the lines of 
service. 

(21) Company has entirely satisfied me and 
my clients to fullest extent. 

(22) Appreciate prompt service and courte- 
ous treatment we received from your Com- 
pany. 

(23) Service given to us is satisfactory. 

(24) Can honestly say we have been per- 
fectly satisfied with all our dealings with your 
Company and have greatest confidence in you. 

(25) Well pleased with the service you 
render. 

(26) Very well pleased with our connection, 
and the service received has been very good. 

(27) You have pleased us, and we feel per- 
fectly at home with your Company. 

(28) Company just what I wish it to be. 

(29) More than satisfied with the service I 
have received. 

(30) Very much satisfied with conduct and 
personnel of the Company. 

(31) We like the Company very much. The 
spirit of co-operation is fine. 

(32) Have received excellent service from 
the Company since we started to represent 
them. 

(33) Service of the Company has been en- 
tirely satisfactory, and your Underwriters 
capable and of good understanding. 

(34) Very well satisfied. 

(35) Most satisfied and appreciative of 
many courtesies extended. 

(36) Your service prompt and satisfactory. 

(37) Your service is all I could ask. 

(38) You have satisfied us in every re- 
spect. Well pleased with your service. 

(39) Very well pleased with the Company 
and its personnel. 

(40) Perfectly satisfied with the service 
given me. 

(41) My dealings with the Company have 
been very satisfactory. 








(42) We are indeed pleased with your 
service. 

_ (43) I have never received co-operation 
like I‘have received from your Company. 

(44) Very much satisfied with your 
Company. 

_ (45) Very much pleased with my connec- 
tion. 

_ (46) Certainly have enjoyed our connec- 
tion with your Company. 

_ (47) You ‘have been prompt and efficient 
in handling our requirements. 

(48) Am delighted with the service. It’s 
a pleasure to represent you. 

(49) I am satisfied and proud to repre- 
sent the Company. 

(50) Your work and service for my Office 
has been very satisfactory. 

(51) I. am very decidedly pleased with 
your spirit of co-operation and with the 
prompt and efficient attention given all 
matters. 


(52) Am both satisfied and contented. A 
pleasure to continue to represent the 
Company. 

_(53) Appreciate prompt and efficient ser- 
vice rendered us. 

(54) We have received the utmost co-op- 
eration from your Company. 

(55) Have found the service prompt and 
efficient, and, in consequence, have a lot 
of satisfied clients. 


(56) Our Assureds are getting the service 
they are paying for, and relations with your 
Office have been very cordial in all respects. 

(57) Co-operation has been excellent, and 
the connection very satisfactory. 

(58) All transactions have been pleasant 
and satisfactory. 

(59) Company most highly satisfactory. 

(60) My relation with your Company 
most satisfactory. 

(61) Have had numerous offers to make 
other connections, but have consistently de- 
clined, because of our pleasant relations 
with you. 


New York Indemnity Company 


WM. B. JOYCE, Chairman 
115 BROADWAY, NEW YORK CITY 


New England Department 
Insurance Exchange 
Boston, Massachusetts 


Pacific Department 
Corporation Building 
Los Angeles, California 


SPENCER WELTON, President . 


Western Department 
Adams Franklin Building 
Chicago, Illinois 
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